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Colonel John Tayloe 








Ae the urging of his intimate friend, George Washington, the wealthy 
Virginian Colonel John Tayloe decided to build in the new city on the Potomac. As architect he chose Dr. 
William Thornton, designer of the Capitol. Completed in 1800 shortly before the White House, his home 
was one of the finest in Washington and for many years was a center of social life. 

When the British burned the White House in 1814, Colonel Tayloe dispatched a courier offering Presi- 
dent Madison the use of his home and accordingly for more than a year the President made The Octagon 
his official residence. Here he ratified the Treaty of Ghent which formally ended the War of 1812 and here 
his charming wife Dolly further enhanced the mansion’s reputation for hospitality. 

Why the house came to be known as The Octagon is an unanswered question. It is not octagonal and 
obviously was never intended to be. Consisting of two rectangular wings connected by a circular tower, its 
unique shape is due to its location at the angle formed by two intersecting streets. Opening off the rear is 
a tunnel, the purpose of which is also an enigma, although according to 
a discredited legend it once led to the White House. 

For years The Octagon has had the reputation of being haunted. 
Most romantic of its spectral visitors is Colonel Tayloe’s daughter. Over- 
come by grief over her thwarted love affair with a young Englishman, 
candle in hand, she threw herself down the staircase, and, some say, in 
flickering candlelight she still appears. 

After the Tayloes’ ownership ended, The Octagon entered a period 
of steady decline and was a dilapidated tenement until purchased and 
rehabilitated by the American Institute of Architects. It has continued 
under this organization’s supervision since 1900. Like the White House 
whose existence it parallels, The Octagon has recently been renovated 
and now appears in all its original elegance. 


The Home, through its agents and w i H E HOM E w 


brokers, is America’s leading 
insurance protector of American homes (Sauurnnce 


and the homes of American industry. 





Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE . AUTOMOBILE ® MARINE 


é The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
e Copyright 1952, The Home Insurance Company 
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Editorial 


School Vacation Time 


HE LEADERSHIP of tomorrow is in the classroom of today. 


This month the school bells throughout the nation will be silent for a 
number of months. It is vacation time! 


How many American parents recognize that the responsibility for a child’s educa- 
tion extends far beyond the classroom? Truly parents have the primary responsibility 
for the proper training and education of their offspring. 


You can readily see, therefore, the importance of having a well organized vacation 
for your children. Surely it must be planned for leisure and play, but there also 
are many diversions that are enjoyable and highly educational as well. 


A child from the city will broaden his knowledge, his understanding of nature, 
his love for his parents and for God if he is taken to the country and exposed to the 
beauty of nature, to the tender care of animals, to the sweetness of growing crops, 
and their productivity. Warm, glowing sunlight and a clear, healthy atmosphere 
will aid in his growth. Your child will be impressed by the industry all about him. 
In his formative years he will seek avidly to quench his thirst for knowledge. 


The country boy would learn from the excitement of the city, its hustle and bustle, 
its mode of life, its rapid transportation above and below ground. He would broaden 
his view of life in its museums, its galleries, its clean theatres, its historic houses of 
worship, its landmarks, its patriotic shrines. He would truly absorb knowledge of the 
American way of life in the city as compared with his rural home. 


iy O PERMIT your children to drift through summer vacation without any plans 
for directing their time and efforts will find you to blame if they lack such oppor- 


tunities to add to their knowledge. 


Plan a vacation for your children. Do it as carefully as you can, for your young- 
sters should be the leaders of tomorrow. You have an obligation to enable your 
children to develop such leadership. This obligation falls fully upon you when the 
children come trooping home with their books for the summer vacation. 


And don’t forget to help the less fortunate children in your community. Fresh 
air funds, summer camp facilities, and other programs for giving less privileged 
children educational and health building opportunities during the summer vacation 
period, also should receive your careful consideration and generous support, for you 
and your children will benefit by sharing with others. 


HENRY H. HEIMANN, 
Executive Vice President 
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THE JULY COVER 


HE NEW official family of the 

National Association of Credit 
Men, installed at the 56th annual 
Credit Congress at Houston, Texas, 
has embarked upon its duties in a 
year when a confused federal econo- 
my in a fidgeting world, plus the 
vagaries of a presidential campaign, 
presents to the credit profession a 
sackful of operational problems. 





President Victor C. Eggerding 
(third from left), general credit 
manager of the Gaylord Container 
Corporation, St. Louis, has as his 
vice presidential aides (1 to r) D. M. 
Messer, vice president, Dohrmann 
Commercial Company, San Francis- 
co, western division; Paul J. Viall, 
treasurer, Chattanooga Medicine 
Company, Chattanooga, Tenn., cen- 
tral division; and C. Herbert Brad- 
shaw, general credit manager, 
Bausch & Lomb Optical Company, 
Rochester, N.Y., eastern division. 

A page profile of President Egger- 
ding appears elsewhere in this issue. 

Member of the N.A.C.M. 31 years, 
Mr. Messer as a vice president of 
National has continued active in the 
Credit Managers Association of 
Northern and Central California and 
isa member of the advisory board, 
Past Presidents Club. He is a direc- 
tor of the San Francisco Board of 
Trade. 

Mr. Viall, who was a national di- 
rector, has been in N.A.C.M. -work 
for 25 years as well as that of the 
National Association of Credit Man- 
agement, Inc., Chattanooga. He re- 
cently served as vice president of the 
Kiwanis Club and is chairman of its 
business and public affairs commit- 
tee, 

Vice President Bradshaw, 16 years 
in National, was on its board of di- 
tectors and has held numerous posts 
in the Rochester Association of 
Credit Men. Last year he was on the 
N.A.C.M. executive committee. 
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ASHINGTO 


@. With the Constitution the winner over Mr. 
Inherent Powers on points, 6 to 3, when the 
Supreme Court Justices’ votes were counted at 
ringside, the Administration forces in the Sen- 
ate undertook to stage a return bout in the form 
of a battle royal. 

Tossed into the ring by Senator B. R. May- 
bank (Dem., S.C.) was a proposed amendment 
to the economic controls law that would bar 
strikes in critical industries for 120 days but 
permit the President to seize the industry if set- 
tlement terms recommended by a board were 
not accepted. 

And while the lawmakers argued, and the 
CIO steelworkers resumed their strike to cripple 
the industry—but good—the Taft-Hartley Act 
for just such situations stood by as the Admin- 
istration continued to look the other way. 

Reminds us of the amateur photographer who 
gravely announced to the posed group of 16, 
You'll all have to move back. You’re too close 
to the camera.” 

Instead of invoking the law already on the 
statue books, let’s set the 531 (more or less) 
members of Congress bickering over a new law. 
Meanwhile, of course, the strike could go mer- 
rily on. Ah, the new statesmanship! 


@ Capitat InvestMENT of $6 millions more 
by manufacturers of mining, smelting and re- 
fining machinery for expanded production fa- 
cilities is a D.P.A. aim. 


@_ So-caLLtep DEFENSE production pools, where- 
under small businesses together might take de- 
fense contracts they couldn’t handle singly, have 
been stagnant for the most part, with federal 
procurement agents discriminating against them, 
according to the Senate Small Business Com- 
mittee. 


OFFICIAL TEXTS—of all mobiliza- 
tion agency regulations may be had, 
free of charge, by writing the Infor- 
mation Division of the agency in- 


volved, Washington 25, D.C. 
THE FEDERAL REGISTER—a Gov- 


ernment daily publication, which con- 
tains full texts of all regulations, is 
available from the Superintendent of 
Documents, also at Washington 25. 
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@. WHILE THE GOVERNMENT was restricting to 
7.7 million tons the sugar import quota, Cuba 
was having a cane harvest estimated at 7.5 mil- 
lions, and forecasts were that the end of the 
year would find a million of these tons begging 
for customers. 


@ Reta Cerne Prices on whole sirloins of 
beef were lowered 2 to 11 cents a pound, de. 
pendent upon grade and zone, by the O.P.S. 


@. Wirxuprawat of up to 22,000 tons of copper 
from the national defense stockpile was av- 
thorized by President Truman to compensate 
for the shutting off of shipments from Chile. 
The O.D.M. had just okayed price ceiling raises 
on copper products up to four-fifths of the cost 
of copper purchases made overseas at world 
market prices. 


@_ Decontrox of steel and aluminum by Jan- 
uary lst was predicted by Ralph H. Anderson, 
assistant deputy administrator of the D.P.A. 
office of program and requirements, in address- 
ing the American Steel Warehouse Association, 
meeting in New York City. 


@ Ware Leavine a Foor in the door with a 
“maybe” that the program will be started anew 
later, the Department of Agriculture announced 
suspension of the buying of pork-products un- 
der its price support operations. 


@, THE GoveRNMENT reduced down-payment re- 
quirements on new houses but retained other 
curbs under Regulation X. 


@. Tue N.P.A. appealed to manufacturers of 
tools used in jet aircraft production to step up 
the output of latest model broaches for the mak- 
ing of such essential parts as turbine and com: 
pression wheels. 


@ Brass anp Wire MILts using refined copper 
are authorized, says John R. Steelman, acting 
O.D.M. chief, to raise ceiling prices to match the 
higher prices they are paying for imported 
copper. 


@. SpeciaL TREATMENT in contract awards to 
the clothing industry as a “distressed” field was 
asked of the surplus manpower committee of the 
O.D.M. by the CIO Amalgamated Clothing 
Workers. 
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q A New Form, D.E.P.A.-25, superseding 
D.E.P.A.-5, has been issued by the Defense Elec- 
tric Power Administration for use in filing for 
turbines, transformers and other heavy equip- 
ment items. 


@ A Goat of 10 million more pounds of vul- 
canized fiber capacity than last year’s 60 mil- 
lions has been announced by the D.P.A. The 
product is used for electrical insulation, abrasives 
backing and in making containers such as tubs 
and tubes. 


@ SuBsTANTIAL PRocREss in industry collab- 
oration with Government to increase production 
of strategic minerals and metals, with Govern- 
ment contributing purchase contracts, loans, ad- 
vances against production and fast tax writeoffs, 
was reported by Jess Larson, Defense Materials 
Procurement administrator. 


@ Quota REsTRICTIONS on exports of Govern- 
ment-made synthetic rubber were dropped as 
supplies increased, according to the Department 
of Commerce. Meanwhile the Government was 
reported seeking to get out from under produc- 
tion in this field. 


@ Manuractvurers of essential products and 
services may apply for higher ceiling prices if 
the items are being made at a loss, the O.P.S. 
decreed. 


@ Tue Tora 984 million pounds of unshelled 
peanuts milled in the eight months ended April 
30th was the lowest for a like period since 
1941-42. 


(Tue 1952 Earty frozen vegetable pack was 
placed under last year’s ceiling regulation by 


the O.P.S. 


@ THe DepartMents of Labor and Commerce 
predicted a total of $32 billions outlay for 
private industry and Government for new con- 
struction this year, a record. 


@ THousanps oF ITEMs now carry the same 
freight rate, distance considered, under an inter- 
state commerce commission order for a uniform 
system of classifications throughout the nation 
plus uniform rates except west of the Rocky 
Mountains. The proceeding, under way since 
1939, is a victory, says the South, against dis- 
crimination. 


@ Export Licenses, to any country except Can- 
ada, are now required for shipping pump parts, 
the Department of Commerce announced. 


@ Rermine Capacity is now sufficient to turn 
out 171,175 barrels of finished lubricating oil 
daily. says the Petroleum Administration for De- 
fense Last year the total was 161,148 barrels. 


SPUD—Chapter Umpteen 


From subsidy to overproduction, to 
rotting, to burning, to dyeing, to 
scarcity, to importing, to—black mar- 
keting. The story of the potato. 

While O.P:S. Boss Ellis Arnall was 
telling housewives of higher food 
prices, more than a thousand investi- 
gations of black trafficking in potatoes 
were reported underway in 30 states, 
involving growers, truckers, wholesale 
distributors and retailers. A bit earlier 
the hand that holds the ladle had been 
advised by the powers-that-be that if 
the corner grocer charges too much 
for potatoes, just don’t buy them. 
Simple. 

So it’s all quite logical, in a Wash- 
ington sort of way, that one Al 
Mercker, of the research office of the 
fruit and vegetable section of the De- 
partment of Agriculture, who had the 
job of buying up potatoes under the 
late government support program (so 
that they could be destroyed) is now 
—guess what?—heading up a pro- 
gram to increase consumption of po- 
tatoes. 





@. DeconTROLLED was resorcinal, .chemical 
used in making high-grade water-resistant ad- 
hesives. Also revoked were controls on carded 
cotton sales yarn. 


@ Prices Were ANNOUNCED for Department of 
Agriculture purchases of cottonseed oil, cake or 
meal and linters from crushers, for this year’s 
price support program. 


@. WHOLESALE SALEs of certain cured, dried 
and smoked beef products are now controlled 
by dollar-and-cent ceiling prices as are also 
wholesale prefabricated, quick-frozen and pack- 
aged specialty products. 


@ Even Arter TaxEs most consumers will make 
more money in 1952 than they did in 1951, but 
farmers will make 3 to 5 per cent less, says the 
Department of Agriculture. And Secretary 
Charles F. Brannan added that while farmers’ 
1953 requirements for new machinery will be a 
little higher than now, the need for repair parts 
will be up 2 per cent over this year, 5 per cent 
above that for 1951. 


@ Expansion oF 70 MILLION pounds over Jan- 
uary 1, 1951, in production of methylene chlor- 
ide, to 109 millions by the opening of 1955, is 
the goal set by the D.P.A. 


@ Permission from the Department of Agri- 
culture no longer is needed for imports of fats 
and oils. 
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Is Office Thinking 20 Years Behind Plant’ 


Teaming for Profits 


IGH COST of operation, with all the extra pressures 
of today’s onerous tax bill, has forced the addition 
of a new definition of the word Production. Time 

was when Production referred only to the output of the 
plant and assembly line, the finished goods and materials 
for sale. Not now, when expenses are pushing up the 
break-even point to a level that makes Production by 
the office personnel a large factor in ultimate profit or 
loss. 

Is “thinking in the office 20 years behind the rest of 
the business?” Richard F. Neuschel, associate manager 
of McKinsey & Company, management consultants in New 
York, echoed that indictment in addressing the National 
Association of Cost Accountants. 


Requisites of Effective Office Operation 


Four overall categories of media for scientific manage- 
ment of office operation are: (1) adequate and properly 
arranged office space, with correct appointments; (2) ob- 
taining, training and keeping personnel, by providing 
attractive working conditions; (3) intelligent supervision 
and system to maintain even flow of maximum produc- 
tion; and (4) sufficient and suitable equipment. 

All four of these requisites are integrally interwoven 
in the office that turns out the most work at the least cost. 
For example, Van A. Buboltz, professor of business ad- 
ministration at the University of Illinois, discussing the 
shortage of secretaries, urges wider use of the duplicator, 
the “fill-in” letter, the dictating machine, the many time- 
saving devices, to release stenographers for more useful 
work, 

Effective management of records now emphasizes sys- 
tematizing active records for the length of time they will 
be useful while eliminating from files and vaults the bales 
of “dead” papers, the Office Executives Association of 
New York was told by Mrs. Alva R. Menzies, records 
management consultant of A. R. Menzies Associates. 


CFM Readers Present Practicable Ideas 


As for best utilization of office space, Elmer G. Rahe, 
vice president in charge of sales of the Globe-Wernecke 
Company of Cincinnati, advised the Finger Lakes Chapter 
of the National Office Management Association that ex- 
perienced planning will eliminate the gaps in work-flow 
between operations, incomplete equipment, overcrowded 
files, pile-ups of work at one desk, and time-consuming 
hunts for papers in jammed and unsystematic filing cases. 

Miles of words have been written on the many areas 
of efficient office operation, but in the larger picture the 
office that runs most smoothly with highest personnel 
morale, and can best measure the office output, has got 
that way by critically evaluating activities to get rid of 
unprofitable work, analyzing the elements in work vol- 
ume and complexity and doing something about it, and 
then installing the most applicable manual or mechanical 
method for production. 
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To present to the readers of CREDIT AND FINANCIAL 
MANAGEMENT a brief symposium of practicable ideas for 
the elimination of waste effort in office operation and 
for revision of system and physical armament to add 
wherever possible to the post-tax profits, we went to ex. 
ecutives of representative companies with a case-history 
approach narrowed to these four questions: 

(1) What procedure has your company followed to 
cope with the increasing difficulties of getting experienced 
help? 

(2) How have you handled the problem of higher 
wages? 

(3) What kinds of labor- and time-saving equipment 
have you installed in the last year or two? 

(4) What have been the results of this program? 

One of the participants in the study replied with ques. 
tions of his own, explaining that “there are certain items 
we have been considering and the article may help us 
to make a decision.” We extended the survey to incorpo- 
rate his queries, and several of the following comments 
touch upon the topics: 

(A) “Formal rest periods for office staff; 

(B) “Incorporation of seniority in the rate range 
schedule as a specific item apart from merit increases; 

(C) “Elimination of proof-pick-up in accounts re- 
ceivable posting; 

(D) “Comparative applications of the Burroughs 500 
Sensimatic and the National Cash Register Company’: 
payroll accounts receivable machine, where an attached 
typewriter is not a requirement.” 

Where personnel availability is a problem, some com. 
panies had adopted a policy of paying slightly higher 
than prevailing wages both to get help and then maintain 
it, with a selective starting point to insure quality per 
formance. 


*“Mechanize your operations,” 
one executive advises—and the 
suggestion is in line with the 
comments as a whole. Impor- 
tance of substitution of equip- 
ment for manual operation wher- 
ever possible is explained not 
only in terms of economy and 
speed of production of office 
work but also as a means of re- 
ducing the number of errors in 
records, 


Rest periods, formal if the varied types of operation 
permit, otherwise informal, are uniformly indorsed. 

Seniority for the most part is recognized in the har 
dling of personnel, though only in connection with othet 
factors. Notable are the comments that executives have a" 
eye especially to the educational programs of employees 
such as evening classes at colleges. 
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Action on Seniority Postponed Until 

Wage Stabilization Is Discontinued 

W. E. TARR, General Officer Manager, The Studebaker 
Corporation, South Bend, Ind. 


E have formal ten-minute rest periods in the morning 

and afternoon for the office salaried staff. During 
these periods we serve coffee, tea, milk, hot chocolate, 
cold drinks, rolls, cookies, cup cakes, etc. The service 
is in our company cafeteria and the refreshments are 
at the employees’ expense. In general, the employees 
get back to their desks in ten minutes. 

Our salaried rate ranges do not include amounts for 
“seniority.” We have had several discussions on this 
subject and decided to postpone any action until wage 
stabilization is discontinued. We are of the opinion, 
however, that “seniority” should be given some mini- 
mum consideration. 

If we could be assured that our turnover of operators 
would be very low, we might consider elimination of the 
“proof pick-up” in Accounts Receivable posting. How- 
ever, with our number of operators and turnover among 
women employees, we have decided to continue the 
“proof pick-up.” 

We just recently made a comparison of the Burroughs 
300 Sensimatic with the National Cash machine for Ac- 
counts Receivable posting. While we require a machine 
with the attached typewriter, we thought it desirable to 
make the comparison. In our opinion, the machines are 
on a par. Perhaps the Burroughs is a little simpler in 
that the machine will handle several types of postings 
without changing the controls. 


“Proof Pick-up” Eliminated Years Ago 

In Firm’s Accounts Receivable Posting 

L. K. MORSE, Credit Manager, Bridgeport Brass Com- 
pany, Bridgeport, Conn. 

YO formal rest period is recognized in our company, 
| although certain departments permit a 15-minute 
absence in the morning and afternoon on the part of 
girls working at machines and detail work. 

There is no seniority rate range as a part of our system 
of merit or across-the-board increases. 

We eliminated “proof pick-up” in Accounts Receivable 
posting years ago. 

Our accounts receivable are posted through the me- 
dium of the National Cash Register with typewriter 
attachment included, and we feel that this is indispens- 
able for an economic operation. 


Seniority Is Incorporated in This 
Company’s Schedule of Rate Range 
GEORGE OSTERHOUSE, Secretary-Treasurer, 
Browne-Morse Company, Muskegon Heights, Mich. 
ORMAL rest periods for the office staff are not regular 
in our company. 
We incorporate “seniority” in the rate range schedule 
a& a specific item apart from merit increases. 
We continue to use “proof pick-up” in Accounts Re- 
teivable posting. 


OT SO,” Say Treasury and Credit Executives 


(aff and Equipment 


Institute of Credit Supplies Trained Help 

In Tieup with Washington “U” in St. Louis 

A. M. COVENTRY, Credit Manager, Magic Chef, Inc., 
St. Louis, Mo. 


HERE are few, if any, business concerns today that 
7 not confronted with the problems of increased 
cost of operations, higher taxes and securing of com- 
petent personnel. In dealing with 
these very real and tremendously 
important problems we must keep in 
mind that most businesses today are 
operating, and will have to continue 
to operate, on a very high break- 
even point for survival in the fore- 
seeable future. 

To cope with these problems, my 
company is endeavoring to get the 
most from what we have and to be 
certain that what we have is the best 
and most efficient available. 

Having, for years, been an active member of both the 
National Association of Credit Men and the National 
Institute of Credit in New York City, the first step I 
took a year ago, after being promoted to our home 
office, was to set up a St. Louis Chapter of the National 
Institute of Credit, operating in cooperation with the 
Washington University. We have almost 200 members, 
male and female, busy studying business economics, 
accounting and credits and collections. 

This provides my company and other concerns in 
St. Louis, also, with a veritable reservoir of trained 
help if they will but use it. This, together with special 
employee benefits such as insurance, pension, cafeteria 
and attractive working environment, has been most 
helpful to us in coping with the difficulties of obtain- 
ing personnel. 


The problem of higher wages is one which, to my 
mind, is confronting everyone, and can be dealt with 
only in a fair and sensible manner, giving consideration 
to prevailing standards locally and recognizing merit 
incentive. 

We have reorganized our credit department within 
the last year setting up our credit and collection depart- 
ments on, a mechanical basis, using I.B.M. equipment, 
which, we find, reduces the possibility of errors in the 
accounting department to a minimum and provides the 
credit department with all the details essential for effi- 
cient operation with competent though inexperienced 
help. 

We are making full use of our association membership 
by availing ourselves of as many of their services as we 
can use. Many of these services and the extra services 
provided by the reporting agencies to which we sub- 
scribe, are specifically designed to save the credit de- 
partment much time and to provide them with more 
accurate and worthwhile information. 

Summarizing our efforts to cope with prevailing per- 
sonnel and economic conditions, we have made great 
progress in increasing the efficiency of our credit, col- 

(Continued on page 18) 
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Experience Recognized When Considering 
Raises But Not As a Specific Item 


E. C. JAMES, Assistant Treasurer, E. I. du Pont de 
Nemours & Company, Wilmington, Delaware. 


E have no formal rest period for the office staff. How- 

ever, employees are permitted to leave the office in 
mid-morning or afternoon for a “cup of coffee” if they 
wish to do so. 

Our rate range schedules do not incorporate a spe- 
cific item for seniority, apart from merit increases. We 
recognize experience and length of service when con- 
sidering increases, but we do not grant increases spe- 
cifically for “seniority.” 

We do not use a “proof pick-up” in our Accounts 
Receivable posting. We post Accounts Receivable ledgers 
and customers’ statements separately, and verify bal- 
ances by comparing the two statements. 

We use the National Cash Register Company machine 
for operations where it is possible to utilize the split 
keyboard feature of the machine, which in effect doubles 
the number of available registers. We find this is par- 
ticularly useful in cost and expense distributions. 


Company Saves Countless Man Hours 
by Installing a Cash Receipts Record 


K. W. KOHTALA, Credit Manager, Empire Paper Com- 
pany, Chicago, IIl. 


HERE are many opportunities to test your ability to 
save time in the recording of business transactions, 
i.e., to accomplish the same result by “cutting corners,” 
by elimination of duplicate effort, by 
reducing the amount of detail work, 
etc., and still have as good a record 
or perhaps better than you had be- 

fore. 


Here is one idea that has saved us 
countless man hours in making out 
credit memoranda and posting them 
to out-of-town customers’ accounts 
where freight paid by the customer is 
allowed as a deduction at the time he 
pays his account to us. 

Many years back we used to make out a C.M. in such 
instances attaching the customer’s paid freight bill to 
the C.M. Of course it would then be posted as a credit 
to the customer’s account, the sum of such C.M.’s being 
charged to Freight Out. There is nothing wrong with the 


above procedure except that it takes too much time and 
effort. 


K. W. KOHTALA 


What we did years ago was to install a Cash 
Receipts Record that eliminates practically all the 
work so far as freight allowances are concerned. 
Our Cash Receipts Record contains the following 
three debit columns: (1) Cash in Banks; (2) Dis- 
covnt Allowed; (3) Freight Allowed. The credit 
columns are. (1) Accounts Receivable; (2) Private 
Ledger; (3) Interest Income; (4) Notes Receivable. 


To illustrate: Let us assume that John Jones sends 
us a check for .the current month’s account which is 
$100.00 and from which 2 per cent Cash Discount and 
$1.50 freight have been deducted. The entry in our Cash 
Receipts book is made as follows: 

Cash in | aDise. | | Freight | - os 

anks owe owe ate Name 


Dr. Dr. Dr. | | 
96.50 | 2.00 | 1.50 | 4/16 John Jones 


| 
“| A/e Ree. 


Cr. 
| 100.00 
From this type Cash Receipts record the gross amount 
may be posted to the customer’s account or, if desired, 
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the three items composing the $100 may be posted sep- 
arately and properly identified. 


Another case: 


In connection with our weekly payroll, we keep a 
subsidiary analysis record composed of three credit 
columns with the following headings: (1) Net Pay; 
(2) F.LC.A.; (3) Withholding Tax; and (4) the weekly 
debit items, namely, (a) Sales Salaries; (b) Office 
Salaries; (c) Warehouse Wages; (d) Building Payroll; 
(e) Officers’ Salaries; and (f) Sales Commission. 

The weekly payroll amounts are posted to the above 
mentioned self-balancing record which is totaled for the 
month. Then the monthly totals are posted to the general 
ledger directly from this record. This procedure mini- 
mizes the possibility of errors and provides the kind of 
payroll record that makes the Workmen’s Compensation 
Insurance audit a snap. 


In connection with sales tax refunds (there have been 
at least two in the last ten years) a tremendous amount 
of clerical work ordinarily would have been necessitated 
to determine the amount of refund due each printer- 
customer. 


We had had the foresight to make sales tax duplicates. 
These proved of real value in time-and-cost saving when 
the amount of refunds had to be figured. All that was 
required was to sort the duplicates alphabetically and 
by customer. This required only a fraction of the time 
that otherwise would have been entailed. 


Higher Pay Rates and Special Training 
Help Meet Competition of Government 


BEATH H. ROBINSON, Treasurer, Williams & Voris 
Lumber Company, Chattanooga, Tenn. 


O you have to compete with the government for office 
workers? Well, we do... but we don’t worry. Worry 
is like a rocking chair—it gives you something to do, 
but won’t get you any place. So we 
have faced the facts, and evolved a 
workable plan. 


The numerous TVA offices, atomic 
plants, etc., plus large plants which 
have come into the southeastern 
area, have set the pattern for office 
employees’ salaries, hours, pension 
plans. To compete in this labor 
market has meant revision of many 


established practices. 
: BEATH H. ROBINSON 
Our four companies have a com- 


paratively small office forcee—about twenty. First, we 
have proved it was economy to pay slightly more than 
the prevailing rate of pay because of the better qualified 
personnel and skill this policy attracts. 


This better qualified type of employee is encouraged 
to learn more than just his own job. Should it become 
necessary to cut our force, he can—and has—been able 
to take on some of the other jobs along with his own. 
Training in several different phases gives him opportu- 
nity for advancement, and he is a more competent em- 
ployee than we could obtain in the scramble for special 
skills. All our executives are company-trained. 


One of the chief concessions we have made is to 
cut office hours for clerical workers to five days 4 
week, with no cut in salaries—and to the credit of 
our high type personnel, with no loss of output. When 
production employees gain .a pay raise through union 
contract, this same percentage of increase is give 

(Concluded on page 18) 
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What Manner of Man ts “Vie” Kogerding? 


HIRST IN THE HEARTS OF CREDIT MEN 


“Education is a continuing 
program. If you don’t acquire 
it by formal courses it must be 
had by formal reading.” 


ROM male nurse to crateloads of 
Psestin chickens in his dad’s 

country store, to general credit 
manager of a company that did $90 
million in sales last year, the story of 
Victor C. Eggerding is as typically 
American as the Red Bud, Illinois, in 
which he was born, and the Gaylord 
Container Corporation of St. Louis 
with its 7,000 employees in plant 
and sales offices in all parts of 
America. 

In extracting from the new pres- 
ident of the National Association of 
Credit Men an expression of his phil- 
osophy of the credit profession— 
education at work in the service of 
) customer and company by means of 
) public relations—we realized that 
"one reason he practices what he 
) preaches is because in his 49 years 
© he had learned the hard way. 

» Verbal sparring with the towns- 
» ladies over the relative values of cal- 
© ico, percale and denim, from behind 
the counter of his father’s larger 
' store at Evansville, IIL. during off 
» hours from high school, was not 
» enough, though it cultivated his in- 
) grained liking for people. Nor was 
| the two year period in a bank, where 
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he doubled—or tripled—as janitor, 
bookkeeper and teller. 

So it was off to St. Louis for 
schooling. After a year at Brown’s 
Business College circumstances 
steered him to the Brown and Hall 
Supply Company, wholesale electri- 
cal concern, as bookkeeper and 
cashier. When the duties of credit 
manager were added, he enrolled in 
the credit and collection course at 
the Y.M.C.A., sponsored by the St. 
Louis Association of Credit Men and 
forerunner of the National Insti- 
tute of Credit. 

Meanwhile, however, he had en- 
rolled at the Benton College of Law, 
exclusively an evening school. For 
seven years he attended classes three 
nights a week to complete pre-legal 
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and legal curricula for his bachelor 
of laws degree. 

From Brown and Hall he went to 
the Gaylord Container Corporation 
as assistant general credit manager. 

No wonder, then, that Mr. Eg- 
gerding holds as a living force the 
credo quoted in the opening para- 
graph. 

“The amazing change in distribu- 
tion theory and practice has made 
obsolete the high pressure mode of 
selling and has ushered in what today 
is known as the creative era of sell- 
ing, calling for a trained and edu- 
cated type of salesman,” he told us. 

“The same change has taken place 
in credit management, with empha- 
sis on education which produces 
broad skills and a knowledge of all 
phases of business management. 
Knowing the external weakness as 
well as strength of a customer makes 
it possible to help build a more suc- 
cessful and enduring customer. 

“As the productive capacity of 
business has so tremendously in- 
creased, so a more alert and enlight- 
ened credit management must play 
an active and vital role in the dis- 
tribution of the products of an en- 
larged industry.” 

And how is that applied? Mr. 
Eggerding prefaced his answer by 

(Continued on page 40) 
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elping America 


buy what it wants 


ALEXANDER E. DUNCAN 


Chairman of the Board and Founder 
Commercial Credit Company 
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FORTY YEARS AGO, when I founded 
COMMERCIAL CREDIT COMPANY, a small group of 
people joined with me in providing our original 
capital of 300 THOUSAND DOLLARS. 


The original COMMERCIAL CREDIT stock pro- F- 
spectus contained the words, “THE FIELD > 
OF OPERATIONS IS PRACTICALLY UN- 
LIMITED.” Yes, we started with confidence in 
our ability to succeed, but I know that none of us 
in our original group foresaw COMMERCIAL 
CREDIT COMPANY as it is today, for none of us 
could foresee the miracle of America’s industrial 
growth in the last 40 years. 


In 1951 gross receivables acquired by the 
Finance Companies of COMMERCIAL CREDIT were 
$2,783,942,471; earned premiums of its Insurance Ff 
Companies were $39,464,036; and net sales of its 
Manufacturing Companies were $99,115,875. 


These operations were carried on through some fF” 


12,800 employes located in more than 350 offices F 
throughout the United States and Canada. We 
have come a long way in the past forty years and 
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Contrasting the first published balance sheet of COMMERCIAL CREDIT COMPANY 
as of October 31, 1912 with our fortieth annual report as of December 31, 1951 


ASSETS 


U.S. Government and Other 


Marketable Securities. ............. 


Accounts and Notes Receivable 
(Less Reserves) 

Other Current Assets 

Fixed and Other Assets 

Deferred Charges-Prepaid Items 


LIABILITIES 


Collateral Trust Notes Payable 
Short Term Unsecured Notes 
Accrued Taxes 

Accounts and Reserves Payable 
Unearned Insurance Premiums 
Other Reserves 

Long Term Unsecured Notes 


Subordinated Long Term Unsecured Notes 


Minority Interests 
Capital Stock and Surplus 
Preferred 


Capital Surplus 
Earned Surplus 


I want to pay public tribute to those who have 
helped write COMMERCIAL CREDIT’S success story: 


To the millions of customers who have used 
and are using our services. 


To the banks, corporations, insurance com- 
panies, institutional and other investors who 
have loaned BILLIONS of dollars to 
COMMERCIAL CREDIT to make our continuing 
operations and growth possible. 


To some 28,000 stockholders, large and small, 
who have bought and now own over 214 
MILLION shares of COMMERCIAL CREDIT 
common stock. 


To the manufacturers, distributors and 
dealers for their endorsement and use of 
various COMMERCIAL CREDIT PLANS. 


I also want to pay tribute to the men and 
women of COMMERCIAL CREDIT—our original 
grou, of five, three of whom are still with the 
Company, and to the thousands who with their 


As of 
December 31, 1951 


$ 66,159,758 


As of 
October 31, 1912 
$117,375 


88,834,641 

740,270 690,026,043* 
19,557,476 
9,949,732 
4,075,498 
$878,603,148 


2,884 
36,645 
$897,174 


*After deducting $35,358,360 for Reserves 
for Unearned Income and Losses 


$430,000 
$455,073,500 
31,924,978 
47,046,648 
31,371,411 
6,239,955 
131,500,000 
50,000,000 
62,064 


151,574 


100,000 
200,000 22,789,730 
38,042,920 
64,551,942 


$878,603,148 


$897,174 


hands and hearts and minds have and are still 
carrying on for COMMERCIAL CREDIT. That we 
have grown substantially and soundly is ample 
proof that COMMERCIAL CREDIT men and women 
have done and are doing their jobs well. 


COMMERCIAL CREDIT is a perfect example of 
what can be accomplished under our free enter- 
prise system with proper incentive. It is gratifying 
that one function of COMMERCIAL CREDIT, our 
time payment plans, has enabled millions and 
millions of American families to enjoy the new 
and better products of American industrial genius. 
I am convinced that the average American con- 
sumer is an honest, dependable business risk. He 
is his own best credit man! 


We pledge the continuing use of our funds and 
the knowledge and ability we have accumulated 
in 40 years to persevering in our objective of 
HELPING AMERICA BUY WHAT IT WANTS. 


Candle 
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Risky Gadgetry or Market? 


FRUITLESS AND RISKY GADGETRY must 
not supplant the market place as a 
guide to public debt management, 
members of the Academy of Political 
Science were told by Donald B. 
Woodward, second vice president and 
research chief of the Mutual Life 
Insurance Company of New York. 

Other recommendations of Mr. 
Woodward to curb the forces of in- 
stability were: Congressional ap- 
proval of the resolution by Senator 
Paul H. Douglas, broadened to cover 
all federal agencies, to follow the 
Federal Reserve Board’s leadership 
on monetary policy; amendment of 
the Preamble to the Employment Act 
of 1946 to impress the importance of 
“maintaining a reasonably constant 
value of money,” and the use of 
higher interest rates to secure the 
holding of the public debt by non- 
bankers. 








A great deal of Thomas 
Jefferson’s contribution to 
civilization was offset by his 
invention of the swivel 
chair. 

—Cincinnati Enquirer. 





Consumer Is Still the Boss 


A Reat Jos of selling still is re- 
quired, regardless of the suspension 
of Regulation W on installment buy- 
ing and the voluntary credit restraint 
program, which did not bring any 
rush of customers to warrant ex- 
pectation of a long run jump in sales 
volume. Banks for the most part, 
and many retailers, continued to de- 
mand from 10 to 33 per cent down 
payment, dependent upon the na- 
ture of the product. For new autos, 
the leaning seemed to be toward one- 
fourth down and 30 months to pay; 
for used cars, less time for balance 
payment. : 

“Easy credit” terms should be 
avoided as a general practice, com- 
mented Paul M. Welch, chairman of 
the installment credit commission of 
the American Bankers Association, 
who recommended “exercise of the 
principles of the voluntary credit 
restraint program.” He said a “strong 
advisory board should result in a 
better understanding.” 

George Hansen, president of the 
National Retail Dry Goods Associa- 


tion and of Chandler & Company, 
Boston, declared “Congress should 
take immediate steps to suspend 
price and wage regulations.” 


Addressing a Pacific Northwest 
Retailers’ Clinic and Conference in 
Portland, Mr. Hansen warned that 
only the surface of discretionary 
selling had been scratched — and 
economists say there are $100 bil- 
lions of discretionary funds in con- 
sumers’ hands. 


Only 25 of the 7,000 member 
stores comprising the N.R.D.G.A. 
have full-time public relations ex- 
ecutives and only 350 have execu- 
tives handling public relations on 
a part-time basis, Mr. Hansen said. 
All of which is the reason for the 
complete p.r. program developed 
by the association for large and 
small department stores. 


Printers’ Ink took note of a four- 
color birthday greeting card going 
out this year to 75,000 persons from 
the Hotel New Yorker. The hotel’s 
credit card system is costing thou- 
sands of dollars a year, in employee 
time for stamps and production costs. 

A National Association of Retail- 
ing, to represent the entire retailing 
industry, with its million and a half 
outlets that “are like scattered regi- 
ments without a unified army,” was 
proposed by Max Hess, Jr., retailer 
at Allentown, Pa., addressing the 
Long Island University Department 
of Retailing. 


Controller’s Stature Grows 


The rise in the status of the con- 
troller is the “most significant 
change” in the organization of the 
financial department of corporations 
in recent years, says the National In- 
dustrial Conference Board in an 
analysis of the increasingly active 
role of the financial department in 
company operations. Factors cited 
are the increased size and complexity 
of industrial units, growing govern- 
ment interventions and the rise of 
public financing of business. 

Contributing to the “increased 
stature given the _ controllership 
function in industry” are “the in- 
creased need for internal control, 
necessity to relieve some of the 
pressures on the treasurer, and to 
provide checks and balances within 
the financial organization.” 
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IN BUSINESS 
AND FINANCE 


Budgets and Their Billions 


APPROXIMATELY $5 billions are left 
in the President’s $85.5 billions 
budget for miscellaneous expenses of 
government, including the farm sub. 
sidies and general expenses of ad- 


ministration, after the $65 billions for 


defense, and $20.5 billions for other 
functions, among them the $6.2 bil- 
lions interest on public debt claims, 
$2.8 billions income tax refunds, $ 
billions for veterans and $2 billions 
for public welfare and railroad re- 


The government is taxing 


more and more things, including 


our patience. 


—Changing Times | 





tirement claims, Representative J. ‘ 
Vaughan Gary told the Richmond 


(Va.) Association of Credit Men. 


Nevertheless, the House voted a a 
sizeable chunk be eliminated. And 
some comparative statistics on gov- & 


ernment spending show that Mr. 
Truman by June 30th collected $50 
billions more money in taxes than all 
previous presidents combined, and 
peacetime expenditures of this ad- 
ministration exceeded the wartime 
outlays of both Roosevelt and Trv- 
man by $8 billions. Combined spend- 
ing of the last 12 years, at $650.7 
billions, exceeds the total estimated 
physical assets of the United States 
by more than $50 billions. 


Will to Control Expenditures 


Evipences that Congress is “de- 
veloping a will to control federal 
expenditures,” coupled with the fact 
that many accountants in the gov- 
ernment service are “working hard 
to improve the government’s ex- 
press-control techniques,” are good 
signs that call for active encourage- 
ment, says an editorial in The Jour- 
nal of Accountancy. 

“Some commendable economies 
have already been achieved” unde! 
the joint accounting program, “but 
it is freely recognized that the sul- 
face has barely been scratched,” de- 
clares the publication, of which John 
L. Carey is editor. 
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Credit Work Is Like Playing a Piccolo: Problems Run the Entire Scale 


TEPS TN OPENING NEW ACCOUNT 


By R. R. GEISLER 
Credit Manager 


Keystone Division, Dravo Corporation 
Pittsburgh, Pa. 


ITH TODAY’S squeeze on busi- 
Wes working capital, due to 

the new high tax rates and 
the Mills plan for 
speeding up cor- 
porate tax pay- 
ments, credit 
managers should 
be doubly care- 
ful in extending 
credit, particu- 
larly to smaller 
firms. Double 
check your cus- 
tomer’s credit liquidity. Be sure you 
are using the latest credit ratings. 
Review recent or new customers 
with particular care. Keep abreast 
of current conditions that will ma- 
terially affect trade conditions. 

How is this information to be as- 
sembled? What questions do we ask 
of a new account? How do we ask 
them? 

The first step is to have a suitable 
credit application form. There is no 
devised form that meets all the re- 
quirements of each type of business. 
Just as we have devised a form of 
our own, you probably will, too, to 
meet your particular requirements. 
(In our company we are producers, 
manufacturers, wholesalers, retail- 
ers, agents, and transporters. Our 
credit problems go up and down the 
full scale like the fingers of a piccolo 
player. ) 

Your form should be set up to get 





HE writer of this guide to 

precautionary steps to fol- 
low in setting up new accounts 
in the field of construction ma- 
terial operations speaks from 
his experience as credit man- 
ager of the Keystone Division 
of the Dravo Cor poration, 
Pittsburgh, Pa. 

Mr. Geisler has been chair- 
man of the Credit Interchange 
Bureau Committee of the Cred- 
it Association of Western Penn- 
Sylvania, 


— _ 





the following information on the 
credit seeker: 


(1) The name and address 

(2) If corporation: (a) under what 
laws; (b) principal officers 

(3) If partnership—name of the 
partners 

(4) Phone number 

(5) Bank 

(6) References 

(7) Ratings 

(8) Impressions and remarks 

(9) Maximum credit limits 


The aforementioned are some of 
the basic requirements. Since we are 


with people in your own line of en- 
deavor. For this purpose we have a 
membership in the Credit Associa- 
tion of Western Pennsylvania. We 
belong to its Credit Interchange Bu- 
reau, use its Construction Division 
and attend Group meetings. 


On every new account we draw an 
Interchange Report. In the first col- 
umn it sets forth the number of in- 
dividual concerns and the types of 
purchases made. It shows whether 
the account is buying locally or in 





KEYS TO SAFE OPENING OF NEW ACCOUNT 


(1) Have a suitable credit application form. 
(2) Use sources of reliable information. 
(3) Ask salesmen to help check smaller accounts. 


(4) Learn how to say NO. 


(5) Don’t let other departments or even Management over- 


ride your judgment. 





discussing accounts particularly in 
the construction industry, your form 
should also include: 

(10) Name of general contractor 

(11) Is this a no lien contract? 

(12) Is this a bonded job? 

(13) Who is the bonding company? 

(14) Title owner of property 

In addition we have a form we ask 
the salesmen to fill out where they 
make contacts on new accounts. It 
requests substantially the same in- 
formation except that we ask for data 
on the general appearance of the es- 
tablishment under “Impression and 
remarks.” 

We also keep a quick reference 
card index. When a new account is 
opened, a card is prepared showing 
name, address, phone number, date 
account opened and current rating, 
and we try to keep this up to date. 

The next step is to have a source 
of reliable information. There are 
various mercantile agencies from 
which to select on the basis of which 
is best suited to a type of business. 
We belong to the Credit Interchange 
Bureau of the National Association 
of Credit Men. We subscribe to Dun 
& Bradstreet. It is also well to get 
acquainted with the credit depart- 
ment of your bank. They can supply 
you with information you otherwise 
could not obtain. 

It is most important to associate 


distant markets and to what extent 
he is spreading his purchases. 

The second column is headed 
“How Long Sold.” If it shows a num- 
ber of creditors selling for a long 
period of time, it indicates a satis- 
factory relationship and mutual con- 
fidence. If it indicates a large per- 
centage showing the account just 
opened, that means the business is 
new or had to shift its source of sup- 
ply because of unsatisfactory credit 
relations. This column does not tell 
the length of time engaged in busi- 
ness. 

The third column is “Date of Last 
Sale.” This is very important because 
it indicates whether the transaction 
was recent or out of date. 

The fourth column, “Highest Re- 
cent Credit,” may be used as a com- 
parative figure against the amount 
owing. It is not to be construed as 
the maximum amount of credit al- 
lowed. 

The fifth and sixth columns indi- 
cate the amount owing and amount 
past due. Where the amount past due 
is less than the amount owing and 
both the past due column and the 
amount owing are less than the re- 
cent high credit, the indication is that 
the customer at least is making pay- 
ments or an attempt to overcome his 
difficulties. (Continued on page 19) 
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MY MUST PERPLEAING 
LAEUIT PRUBLEM 


A Series on Management at Work 


well be Two Brandies and Soda, 
because it involves dealing with 
an individual who was an alcoholic. 


Tove TITLE of this story might 


This perplexing case concerns a 
wholesale distributor in one of our 
larger markets. The amount of credit 
involved varied from $5,000 to $15,- 
000 a month. After doing business 
with us for several years, the com- 
pany began to slow up in the re- 
tirement of trade obligations. It was 
apparent the general financial condi- 
tion was deteriorating rapidly, so 
much so that my company decided 
the time had come to discontinue the 
account. 


Investigation disclosed the concern 
was owned and controlled by one of 
its suppliers who had bought into 
the company and retained the man- 
agement in order to be sure of an 
outlet for its products. The supplier 
had a substantial amount of money 
involved, both in capital investment 
and in credit extended on open ac- 
count, which altogether approxi- 
mated $100,000. 


OWARD S. ALMY, as- 

sistant secretary of the 
Collyer Insulated Wire Com- 
pany, Pawtucket, R.I., who pre- 
sents this most unusual “Per- 
plexing Problem” and how it 
was solved, is a champion of 
education as a force for ad- 
vancement of the credit pro- 
fession. 

Mr. Almy has been chairman 
of the educational committee 
of the National Association of 
Credit Men, a member of the 
Graduate School’s administra- 
tive committee, an enthusiast 
for the National Institute of 
Credit, and a former National 
director. 


Before our account could be col- 
lected in full, the owners of the com- 
pany asked us to continue our regu- 
lar line of credit, with the under- 
standing that they would guarantee 
50 per cent of any loss which we 
might sustain in the future if they 
were unable to rehabilitate the bus- 
iness to a sound basis. 

This proposition was attractive, as 
it meant we would be able to collect 
our. current account of $5,000 and 
would be assured distribution in one 
of the principal markets. 

In due time a guarantee of ac- 
count was submitted by the parent 
company. I raised the question 
whether the parent company could 
legally guarantee the obligation, real- 
izing that as a general principle of 
law a corporation cannot guarantee 
an account. Nevertheless, the at- 
torney for the guarantor assured me 
the guarantee could be given and 
cited cases tried in his state courts. 
We then proceeded to do business 
over a two year period. 


Company Petitioned into Bankruptcy 


However, the management of this 
company continued to slip. Finally, 
the owners decided the case was hope- 
less and the company was petitioned 
into bankruptcy. We were requested 
to file our claim in the usual manner 
and were assured that after the bus- 
iness had been liquidated and credi- 
tors had been paid, any unpaid bal- 
ance would be settled by them, in 
accordance with the terms of the 
guarantee. 

The day came to collect on the 
guarantee and I made a trip to the 
guarantors’ place of business to ob- 
tain a settlement. I reached the place 
of business around 9 a.m., but it was 
nearer noontime before anything was 
said about payment of the account. 
The president of the company then 
decided that we all should adjourn 
to his swanky downtown club. After 
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HOWARD S. ALMY 
Assistant Secretary 


Collyer Insulated Wire Company, 
Pawtucket, Rhode Island 


lunch we were to use the private din- F 
ing room as our meeting place. Her fF 
is where the brandy and soda cam > 
into the picture. 

The president of the company wa fF) 
a man who apparently had a grea 
fondness for brandy, and probably F 
felt that being away from the office F 
gave him an opportunity to imbibe F 
freely while discussing business. [ 

Now, I do not like brandy, bu FF 
discretion dictated I join him ani & 
his associates in a drink before lunch FF 
eon, with the hope that the meeting 
afterward would proceed harmoni- 
ously and satisfactorily. However, the 
president proceeded to refresh hin- 
self at regular intervals while his 
sociates and I abstained. 

The guarantee of account whici 
had been drawn by his attorney an 
approved by my company’s couns! 
was more or less elaborate, and 1 
quired that my company notify the 
guarantor when certain limits hal 
been reached. 

What apparently set out to be é 
very routine business conference de 
veloped into a situation in which the 
guarantor, due to imbibing exces 
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sively, became more or less antag- 
ynisiic and tried at every corner to 
cut down the amount he would have 
to pay 

After making several compromises 
solely to arrive at an amicable settle- 
ment, I finally told him that was as 
far as my company would go and 
he would have to be satisfied with it. 

He told me quite frankly he was 
not afraid of a law suit and that the 
guarantee I had was not valid. How- 
ever, he apparently had overlooked 
the letter which his attorney had 
written my company indicating the 
guarantee was good and was enforce- 
able. This seemed to bring him back 
to the realization that this was an 
obligation he couldn’t avoid. Finally, 
after much bickering he said, “I will 
make you a proposition, Almy. If 
you will have a brandy with me we 
will settle for your figure.” 

After four hours of one of the 
most difficult conferences I ever have 
participated in, I consented to take 
the second brandy and soda. Then we 
shook hands and I received the set- 
tlement of my company’s account. 


California Leads in Migrants 

Between 1940 and 1950 a total of 
2,659,000 migrants entered Cali- 
fornia. Florida was second in totals 
with 561,000. In the following list- 
ing, state by state, the minus sign 
before the total signifies net emigra- 
tion: 


net immigration net immigration 
(1940-50) (1940-50) 

Alabama —367,000 New Hamp- 
Arizona 138,000 shire —1,000 
Arkansas —434,000 New Jersey 298,000 
California 2,659,000 New Mexico 11,000 
Colorado 41,000 New York 268,000 
Connecticut 111,000 North Caro- 
Delaware 21,000 lina —290,000 
District of North Dako- 

Columbia 40,000 ta —121,000 
Florida 561,000 Ohio 231,000 
Georgia —323,000 Oklahoma  —446,000 
Idaho —27,000 Oregon 285,000 
Illinois 80,000 Pennsyl- 

‘Indiana 92,000 vania —359,000 
Towa —202,000 Rhode Island 10,000 
Kansas —91,000 South Caro- 

Kentucky —373,000 lina —259,000 
Louisiana —155,000 South Dakota —79,000 
Maine —27,000 Tennessee —184,000 
Maryland 272,000 Texas 28,000 
Massachusetts 20,000 Utah 7,000 
Michigan 337,000 Vermont —20,000 
Minnesota, —171,000 Virginia 165,000 
Mississippi —455,000 Washington 388,000 
Missouri —207,000 West Vir- 

Montana —40,000 ginia —245,000 
Nevraska —136,000 Wisconsin —86,000 
Nevada 34,000 Wyoming —1,000 


Agricultural Representatives 


A new organization, the Associa- 
tion of Bank Agricultural Represen- 
tatives, has been formed by bank 
personnel of Maryland, North Caro- 
lina, South Carolina, Virginia and 
West Virginia. President is James 
Bishop, Jr., assistant vice president 
and manager of the farm service de- 
partment of the Bank of Greensboro 
(N.C.). 


INVISIBLE ARMOR © 


The cash in your bank account is safe 
enough, but how about those important 
accounts receivable, the working capital 
of your business? Your records are open 
to many hazards—fire, vandalism, theft, 
water damage, explosion, to mention 
only a few. Experience shows that once 
records have been destroyed a high pro- 
portion of outstanding bills become 
uncollectable and thus business failure 
often results. 


Since your accounts receivable are a 
major factor in establishing and main- 
taining a desirable credit rating and in 
the continuation and expansion of your 
business, it is wise to safeguard them 
with insurance. National Surety Corpo- 
ration offers you INVISIBLE ARMOR 
in the battle for survival—and it’s low- 
priced, too. 


See your local agent today. 


NATIONAL SURETY 


CORPORATION 


4 Albany Street, New York 
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Rest Periods, Twice Daily, Are Fitted 
Into Work Convenience of Individual 


W. VAN SANTEN, Personnel Research Manager, Gen- 
eral Mills, Inc., Minneapolis, Minn. 


ORNING and afternoon rest periods of 15 minutes 

each are granted to employees of our office staff. Al- 
though some time-limits are set during the work day 
for these rest periods, the actual administration is on a 
rather informal basis, fitting in generally with work con- 
venience. 

Our salary rate range schedules do not incorporate 
seniority as a specific item. The nearest we come to use 
of seniority as a basis for salary adjustment is in the 
timing for consideration of merit increases and this is on 
a rather informal basis. 


Varying Peak Loads of Departments 
Make Set Relaxation Period Inadvisable 
FROM the treasurer of a tobacco concern who preferred 
anonymity. 
E do not have a formal set rest period for office per- 
sonnel. Due to varying peak work loads among dif- 
ferent departments, and within departments, we have 
found it better not to establish a set period for relaxation. 

We have not incorporated “seniority” in our rate range 
schedules as a specific item apart from merit increases 
and do not feel we have suffered any difficulty in that 
direction. 

Our Accounts Receivable department for some time 
has used the “proof pick-up” in posting and has found 
it so helpful that no effort to eliminate it has been made. 

We use ILB.M. equipment for payroll operations and 
our Accounts Receivable department -is standardizing 
on the use of the Burroughs Sensimatic after having 
experimented with other types of bookkeeping machines. 


BEATH ROBINSON 


to the office personnel. With a small office force, the 
cost is not very great compared to the results. There 
is no resentfulness—another incentive to stay with 
the company. This year, instead of an increase in 
pay, the company will give hospital insurance to all 
employees. 


Such policy has brought us the alert individual we 
want. 

By use of Addressograph plates for payroll checks, 
time cards and social security reports, payroll and per- 
sonnel work has been speeded up considerably. 

Upon my return from the Credit Congress in Boston 
last year, it was to learn that one of our key persons in 
the accounting department had been advised by his phy- 
sician he must take at least a year’s leave of absence. 
This forced us into a decision on a much needed re- 
vamping of our accounts receivable setup. Immediately 
I thought of some favorable comments I had heard at 
the Congress by users of Remington Rand Kollect-A- 
Matic. That very morning one of these users in a distant 
city was contacted for further particulars. By afternoon 
I was in the local Remington Rand office and a signed 
order was on its way for this equipment, a decision we 
never have regretted. 

Kollect-A-Matic is a glorified file system in which 
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copies of invoices are filed to become the Accounts Re. 
ceivable Ledger—with movable date marker at top of 
each file for use of credit and collections. By using th 
invoice copy, merely removed from file upon payment 
it is an easy procedure to post sales daily without any 
chance for errors. Other advantages are: modest initia] 
cost compared to elaborate machines; practically no op. 
erational costs; any good clerk can do the work; no los 
motion in searching for term details when eniering 
settlements; and controls from General Ledger ver 
simple. For the first time in years, and without the con. 
templated addition to staff, we are up to the day and 
absolutely correct on our accounts—with a minimum ¢ 
work. Proving again that it does pay to attend the Na. 
tional Credit Congress. 

Answering the questions you outline for supplemen. 
tary information: 

Since we have small office staffs at each of our fow 
offices, no formal rest period is necessary. 

Seniority in the rate range schedule as a specific iten} 
apart from merit increases seldom enters into considera. 
tion for promotions or increases in salary. The onl 
exception would be identical preparation and applica-§ 
tion. On the whole, adaptability and the individual; 
current educational program (such as night classes at 
the universities in business subjects) count more tha} 
seniority. 

There is no “proof pick-up” necessary in posting ac-§ 
counts receivable under the system we use (Kollect-A-© 
Matic). 


A. M. COVENTRY 


lection and accounting departments by installing LBM 
equipment enabling our help to handle a great ded 
more work with much more accuracy through me- 
chanical assistance making personnel replacements mut! 
less expensive and with a minimum of training. This 
equipment provides us with an aged detail of ever 
account semi-monthly; also periodically, a record 0 
customer activity, enabling us to answer credit inquiries 
and assisting us in keeping up-to-date credit files onl 
on those accounts with whom we are doing busines 
saving time and money in eliminating unnecessary file. 

I would state, however, that while we are cutting ou! 
cloth to our own measurements and getting an excellent 
fit, we realize that our program is designed to operate 
with a very heavy volume of accounts on a nation 
scale. This would not be practical on a local basis wit! 
a moderate number of customers. 

In a larger organization with many women employee 
we have found it very desirable to have the formal res 
period. Our company permits 15 minutes off in the 
morning and 15 minutes off in the afternoon. 

This serves a two-fold purpose: it eliminates the wat- 
dering between the office and washroom at all hours bY 
the girls for a break; it does provide the girls with: 
scheduled rest period properly organized and tends 
increase general efficiency, making for a better employe? 
management relationship. 

Our company incorporates seniority in the rate rang 
schedule as a specific item apart from merit increases- 
only judiciously, however, bearing in mind that the valtt 
of an employee who has had years of experience all 

(Concluded on page 2) 
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The “Terms of Sale” may indicate 
thai on larger accounts the bills are 
promptly paid, and where no dis- 
count is given, the bills are permitted 
to run slow. Where it is C.O.D. cash 
in advance, it indicates credit has 
been discontinued because of previ- 
ous experience—all bad. 


Assembled from Ledger Information 


This report gives a lot of valuable 
information. It is made up of facts 
and assembled from ledger informa- 
tion of the people with whom he is 
doing business. 

On every large construction job 
we treat the contractor as a new ac- 
count regardless of whether sold be- 
fore. From the construction depart- 
ment of the credit association we 
draw a construction report which 
gives the data required on our credit 
application form: 


(1) The owner 

(2) The general contractor 
(3) Amount of contract 
(4) Is it a bonded job? 

(5) Is it a no lien contract? 
(6) The operation 

(7) The finance plan 


Attendance at Group meetings 
often provides advance information 
on bad accounts before you are ap- 
proached—and sooner or later the 
bad ones in the industry will get 
around to you. 


Procedure with Small Contractors 


Now with a prepared form and 
good source of information, we are 
prepared to open an account proper- 
ly with some degree of safety. On 
larger accounts on construction jobs, 
the account is opened generally on 
signing of a contract. On accounts 
for small building contractors, plas- 
terers, cement contractors, and sub- 
contractors, there is not too much 
credit information, for their home is 
their base of operation and they 
carry their books around in their hip 
pocket. 

We check their references, their 
bank, draw an interchange report 
and have a salesman drop around to 
check the condition of their home, 
and their equipment. 

A purchaser’s insistence that he 
needs our material immediately is 
not enough. We ask him to pay cash 
unless we can get a very favorable 
report over the phone from the In- 
terchange Bureau. After we have 
approved his credit, we write him a 
letter to that effect, stating our 
terms. If credit cannot be approved 
We frankly tell him why and try to 

(Continued on page 21) 











When 

Qa Company couldn't 
pay...our AMERICAN 

CREDIT INSURANCE did! 








\\ paA Company, one of our 
biggest customers, couldn't 
pay us because a tornado 
had wiped out their plant. 


That would have put us right 
behind the eight ball... 
seriously affected our 
working capital. 

















We avoided trouble because 
our receivables were 
protected by AMERICAN 
CREDIT INSURANCE. 


It's satisfying to know that 
AMERICAN CREDIT guarantees 
payment of all our " 
accounts receivable. 





Send for this book that helps you 
plan sound credit policy—gives more facts on 
AMERICAN CREDIT INSURANCE 


In these times of narrow profit margins, it’s important to 
have AmeriIcAN CrepiT INSURANCE protecting your 
een), working capital. It’s important to know, too, when 
oot working capital is tight, that AMERICAN CREDIT improves 
your credit standing with banks and suppliers. For a 
copy of ‘‘Why Safe Credits Need Protection,” write 
AmerIcAN Crepit INDEMNITY CompaANy OF NEw York, 
Dept. 47, First National Bank Bldg., Baltimore 2, Md. 
Offices in principal cities of the United States and Canada. 


American Credit 
Insurance 


GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 
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High Schools Cooperate with Part-Time 
Help, Made Full-Time After Graduation 


D. H. MUDD, Treasurer, A. G. Spalding & Bros., Inc., 
Chicopee, Massachusetts. 


E have found it difficult in this area to hire experi- 
oat office help, either for additional personnel or 
replacement. We have supplemented a policy of many 
years standing of advancing both male and female help 
to better jobs, as they gain experience and knowledge of 
our business, by endeavoring to hire new help through 
the cooperation of employment agencies and through the 
efforts of our employment department, which handles the 
hiring of both factory and office help. We have found 
that in many instances present employees, when learn- 
ing we need additional help, have been able to bring 
applicants to us. We also work very closely with local 
high schools and have been able to obtain even before 
graduation some help for two to four hours a day with 
the understanding that if those people develop they 
would be put on a full-time job immediately after grad- 
uation. This plan has worked out fairly well on a num- 
ber of occasions. 

Our office employees recently voted for an A.F. of L. 
Office Union, which has brought about an increase in 
wages. There has been close co-operation between man- 
agement and union officials. For quite some time prior to 
the formation of this union, both factory and office em- 
ployees had the benefit of a cost of living bonus based 
on the Massachusetts index. 


For many years our employees have had the benefit 
of up-to-date office equipment and in the past year or 
two, particularly, we have increased the number of 
electric typewriters and have obtained the latest models 
in calculating, bookkeeping and tabulating equipment. 
We make a constant survey and study of socalled paper 
work so as to eliminate as far as possible the duplica- 
tion that so often arises in certain reports, etc. We have 
also made a particular effort to eliminate unnecessary 
reports, and refer those that are made only to individuals 
and departments that make particular use of them. We 
have endeavored to streamline inter-department and 
inter-branch reports and correspondence. 

As the result of the above we have been able to op- 
erate our offices for what we believe to be an average 
satisfactory result and at reasonable cost. All depart- 
ment heads meet periodically to discuss their problems 
and at least twice a year procedures and reports and 
other matters of office routine are discussed. Out of these 
meetings invariably comes about some improvement 
somewhere along the line. 


COVENTRY 


possesses know-how should be recognized, as against 
the newer employee who is still more or less on proba- 
tion and is going through the learning stage. 

The only way I can see that “proof pick-up” in ac- 
counts receivable posting may be eliminated is to adopt 
some form of ledgerless bookkeeping, or adaptation 
thereof, similar to our IBM system which we are using. 

We have used the Burroughs Sensimatic and I believe 
that this is a very excellent machine for most general 
purposes. 


(Concluded from page 18) 
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Anticipated Wage Freeze by Substantial 
Adjustments for Office Staff in 1950 


CLARENCE M. BURSACK, Assistant Treasurer, Osh- 
kosh B’gosh, Oshkosh, Wis. 


E are a comparatively small office, retain married 
women and have been fortunate to have kept key 
employees. At present 70 per cent of our office staff 
averages over 16 years employment. As a result, our 
turnover has been in the lower job classifications and 
“experience” has not been a requirement of employment. 


Having been a victim of the wage freeze during 
the early years of World War II and anticipating that 
history would repeat itself in this matter, substantial 
adjustments were made in late 1950 to the office staff. 
A job classification and merit range plan has per- 
mitted subsequent adjustments. 

No radical changes have been made in new equipment 
or machines during the past year or two, inasmuch as 
very little new has come to our attention which could 
do much for us. We have been quite well mechanized f 
for some time and we urge that offices not having the FF 
following investigate their possibilities: 

(1) Payroll machine (we use combination payroll /ac- 
counts receivable National Cash Register), preparing 
check, check stub, journal and earnings cards simulta- 
neously, also setting up control totals; 

(2) Auto-typist to take peak loads off stenographic 
department; 

(3) Belt type dictaphones; 

(4) Monroe desk model adding machine which adds, 
subtracts, T-totals, and gives credit balance. 

(5) Elimination of manual detail entries by customer 
name in cash receipts journal posting from and retain- 
ing remittance slips for reference. 


Rest Periods of 15 Minutes Twice a Day; 
Seniority Not Included as Specific Item 


C. W. LaDOW, Assistant Secretary-Treasurer, F. C. 
Huyck & Sons, Kenwood Mills, Rensselaer, N. Y. 


E have 15-minute rest periods twice a day, informal 
as to time. 
Our rate range schedules do not include a specific 
item for seniority. 
“Proof pick-up” is not applicable in our hand-posting 
method. 


Simplified Accounts Receivable and 
Credit System Is Under Consideration 


L. A. DUCHARME, Credit Manager, LaCrosse Rubber 
Mills Company, LaCrosse, Wis. 


ES, we too are experiencing some difficulty in solving 

the seemingly ever-present problems (of operating 
costs, personnel and wages). 

For us, there have been no unique new developments. 
but we are constantly on the alert for better methods 
and labor-saving equipment. Here, in the credit depart- 
ment, we are seriously considering using the simplified 
Accounts Receivable and Credit System that has proved 
effective elsewhere. 
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arrange guarantee of payment by 
someone else; otherwise only cash 
will do. 
That Little Word “No” Is a Big One 
You still must have one last requi- 
site. That is to say NO without fear. 
There are more credit losses because 
of timidity than any other cause. If 
the applicant does not measure up, 
say NO. There is a little gambling 
instinct in all of us but don’t risk 
your assets against the possibilities 
of collecting on sales made to a ras- 
cal. Also, don’t take the position that 
all slow accounts are bad risks. Con- 
sideration must be given to condi- 
tions. The construction industry is 
seasonal. Bad weather holds up con- 
struction and progress payments. 
Another credit hazard, an internal 
one, arises if the sales or operations 
department is permitted to pass on 
credit, or if management consistently 
overrides the judgment of the per- 
son authorized to decide. There are 
possibly times when some other in- 
dividual in the organization may 
bring forth some information which 
may change your judgment, but it 
should be done in consultation. This 
refers principally to connections that 
an applicant may have which were 
not revealed in the usual credit in- 
vestigation. 


A Lesson in Interference and Cost 

We ran into a situation where a 
couple of southern gentlemen made 
an assault on the coal stripping in- 
dustry in Somerset County and 
transported a tower scoop by barge 
up the Mississippi and Ohio rivers 
to the Pittsburgh district. This ma- 
chinery was set up between two hills 
and the operator was stationed 60 
feet in the air. They operated the 
huge scoop between two towers to 
take off the over-burden from the 
coal vein. We were contracted to 
transfer the equipment from barge to 
car at our McKeesport Hoist. 

After making a credit investigation 
we were somewhat concerned that 
these transfer charges might be paid 
in Confederate money, and therefore 
we indicated interest in cash in ad- 
vance. Since we had ample time be- 
fore the arrival of the barges and 
knew what the tonnage was from 
the barge carrier, we put through 
bills to the account and insisted on 
being paid’ before the transfer was 
made, This was successfully accom- 
plished. 

However, the rail shipment was 
made to a prepaid point. The matter 
was taken up with one in authority 

(Concluded on following page) 
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$10,000 


How much more 





$100,000 





cash does your 


$1,000,000 





business need? 


F you need substantially more cash 

because of higher and accelerated 
tax payments, slowing down in col- 
lections . . . or if you can use more 
working capital for expanding pay- 
rolls, to install cost-cutting equipment 
or for other sound reasons... . 
CoMMERCIAL CREDIT offers you a 
solution. 


Continuing Arrangement 


CoMMERCIAL CReEpIT’s method is 
Continuous . . . you can plan ahead 
with confidence that funds will be 
available as long as needed, that if 
volume increases, more funds will be 
available automatically. Our cost is 
Reasonable . . . you can increase or 
decrease amount of money used ac- 
cording to your needs, never pay for 
more money than you actually need 
and use. Charge is a tax deductible 
expense. Our method is Popular... 


last year manufacturers and whole- 
salers used over HALF A BILLION 
DOLLARS. 


Funds Available in 3 to 5 Days 


ComMERCIAL CREpDIT’s method is 
Simple . . . no interference with 
ownership, management, profits. Our 
method is Flexible . . . equally suited 
whether you need thousands or 
millions. Our method is Fast ... no 
matter where you are located in the 
United States, funds should be avail- 
able for use within 3 to 5 days after 
first contact. 


Let us send additional facts. Deter- 
mine for yourself whether CoMMER- 
cIAL CreEpiT’s method can contribute 
to your progress and profit. Wire or 
write nearest COMMERCIAL CREDIT 
Subsidiary below.Just say, “Saw your 
message in Credit and Financial 
Management.Send me complete facts.” 


Capital and Surplus Over $125,000,000 


COMMERCIAL CreDIT COMPANY 


BALTIMORE 2, MARYLAND 
COMMERCIAL FINANCING SUBSIDIARIES: Baltimore 1 = New York 17 


Chicago 6 = Los Angeles 14 ® San Francisco6 .. 


. and other financing 


offices in principal cities of the United States and Canada. 
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WHAT IF SALES 


What Happens If Sales Tax Money 
Collected Is Stolen? This question 
was decided by the Florida supreme 
court (May 4, 1951) in Spencer v. 
Mero, 52 Southern 2d 679, and it was 
decided in favor of a merchant who 
had collected the sales tax money 
from purchasers. 

The decision is based fundamen- 
tally on the wording of the Florida 
statute, and the same result might 
not ensue in some other state. 


Here is what took place: The 
merchant collected from purchasers 
an amount equivalent to the tax 
exacted by law by reason of the 
sales, and he kept the moneys so 
collected separate from his other 
funds. His place was broken into 
on three occasions and the funds so 
kept separate for the payment of the 
sales tax were stolen. 


The sheriff, acting for the state, 
contended the tax was levied against 
the seller; the merchant claimed he 
was but a collector for the state and 
was not liable if he exercised reason- 
able care in protection of the funds. 


The statute (Sec. 212.07 F. S. 1941) 
states: “The privilege tax herein 
levied measured by retail sales shall 
be collected by the dealers from 
purchasers or consumers. Dealers 
shall, as far as practicable, add the 
amounts of the tax imposed under 
this chapter to the sale price or 
charge, which shall be a debt from 
the purchaser or consumer to the 
dealer, until paid.” The statute also 
makes it a misdemeanor for a dealer 


Legal Rulings and Opinions 


TAX MONEY’S STOLEN? 


to fail, neglect or refuse to collect 
the tax from the purchaser or con- 
sumer. By virtue of Sec. 212.04 (4) 
the merchant must “collect” the 
taxes and pay them over to the state 
not later than the 21st day of the 
succeeding month after the same are 
collected. 

Who Is Legally Liable for the Tax? 
The court said: “The seller is re- 
quired to collect it from the buyer. 
The buyer is liable for it. We con- 
clude that it is a tax against the 
buyer. The seller is coerced to collect 
the tax and remit... . The spirit and 
intent of the law is that the pur- 
chaser and not the seller shall pay 
” 

The Difference between a Public 
Officer and One Not a Voluntary 
Trustee. Further the court said: “A 
public officer is not relieved of lia- 
bility of loss because of theft, but 
when a public officer holds public 
funds in trust, such officer is a 
voluntary trustee since he is not 
requested to hold office.” 

The court held that the merchant 
“is not a voluntary trustee,” and as 
such would not be personally liable 
if he exercised “the care and skill 
of a prudent man in the protection 
of the trust.” 

The court added there would have 
to be convincing proof of loss by 
theft, and, if the funds were com- 
mingled with the seller’s own funds, 
that might make an entirely different 
kind of a case (which they stated, 
however, they were not called upon 
to decide). 
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HARDW ARE AND BUILDERS SUPPLY Credit Group of the Knoxville (Tenn.) Asso- 


ciation of Credit Men: (seated, 1 to r) J. Clifford Terry, C. M. McClung and Co.; W. 
R. Cooper, Chandler and Co.; Mrs. Frances Alford, Westinghouse Electric Co.; Mrs. 
Bonnie Quillen, Chemcity Radio Co.; Mrs. Janet Hines, General Electric Co.; Mrs. Mar- 
garet Mayfield, East Tennessee Wholesalers; Mrs. Katherine Houser, John F. Lonas Plumb- 
ing and Heating Co.; W. A. DeGroat, secretary, Knoxville Association of Credit Men; 
Bert Bateman, Chandler and Co.; (standing) R. W. Enloe, Albers Drug Co.; Jack Marsh, 
Dun and Bradstreet; Gordon Barry, Westinghouse Electric Co.; Joe Snider, Southern 
Cast Stone Co.; Fred Wilkerson, Knox Concrete Block Co.; James Cummings, Bryant 
and Trimble; Lawrence Parry, Tennessee Mill and Mine Supply Co.; A. C. Bittle, secre- 
tary-manager, Knoxville Retail Credit Association, and ]. K. Bondurant, Bondurant Bros. 
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Use of “National” in Name 

Amendment of the United States 
Code to permit use of the word “Na. 
tional” in the name of any insurance 
or indemnity company is the objec. 
tive of a bill reported by the US, 
Senate judiciary committee. Uncer- 
tainty as to the status of the titles 
of companies had arisen from am- 
biguity in the wording of the 1948 
rewording of the code, which con- 
cerns prohibition of false representa- 
tion by persons aiming to appear 
to have membership in a federal 
agency. 


Can’t Collect Twice from U.S. 

Owners who have collected for the 
Government’s temporary use of their 
land and since have found additional 
damage to their property cannot ask 
for more money, the U. S. Supreme 
Court held in a case involving 7,800 
Tennessee acres used as Army train- 
ing ground in World War II. 


Texas Drivers’ Responsibility 

Drivers of vehicles owned by the 
U. S. Government, State of Texas or 
any political subdivision are exempt 
from the provisions of the state’s 
financial responsibility act, if the 
vehicle is under lawful operation, 
according to an opinion by the at- 
torney general of Texas. 





“There are more credit 
losses because of fear than 
any other cause.” 


—R. R. Geisler. 





GEISLER (from p. 21) 


in our organization. Because there 
was an account on our books which 
showed prompt payment, he took it 
upon himself to authorize the rail- 
road company to bill our company 
without first taking the matter up 
with the credit department. 

The first the credit department 
knew of the transaction was a rebill- 
ing made from freight paid—about 
$1500. This was three weeks after 
the transfer and the equipment was 
out of our hands. By that time our 
southern friends had found out that 
Pennsylvania hills were not made of 
southern muck and bottomland, and 
they were spending considerable 
money getting their equipment set 
up. 

It took us well over 14 months and 
a considerable number of visits to 
Somerset County before we finally 
were paid in full. A very short while 
thereafter that company went into 
bankruptcy. 

That situation was corrected—per- 
manently. 
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Frep J. EBELING has been appoint- 
ed to a newly created post as general 
sales manager of the Dodge Manu- 
facturing Corporation, Mishawaka, 
Ind. He joined Dodge in 1943 as 
credit manager and soon after was 
elected assistant treasurer and later 
assistant secretary and _ treasurer. 
Mr. Ebeling is a member of the Na- 
tional Association of Cost Account- 
ants and the Accounting Council of 
Machinery and Allied Products In- 
stitute, and has served as president 
of the St. Joseph County Chapter of 
the National Association of Credit 
Men. 


G. W. Cameron, ARTHUR P. HALL 
and C. F. Nacet, Jr., have been 
elected to newly created vice presi- 
dents of the Aluminum Company of 
America. Mr. Cameron also is 
treasurer. Mr. Hall will continue as 
director of public relations and ad- 
vertising, and Mr. Nagel as chief 
metallurgist. 


Butler Brothers, Chicago, an- 
nounce the appointment of CHARLES 
ScHLEF, retailer controller, to assist- 
ant controller, and Epwarp L. GAL- 
LOwAY, budgetary control manager, 
to assistant treasurer. 


American Mat Corporation, To- 
ledo, Ohio, announce the election of 
Frep W. Saxton, executive officer 
manager, as vice president and as- 
sistant secretary; KENNETH E. Brock, 
financial advisor, as vice president 
and treasurer, and LyMANn G. Rupp, 
Toledo attorney, as secretary and 
general counsel. 


Election of GiLBerT C. PEARSON as 
assistant treasurer of Pan-Am 
Southern Corporation, was an- 
nounced following a meeting of the 
company’s board. Mr. Pearson has 
served Pan-Am as credit manager in 
New Orleans, La., for several years. 
He is a past director of the New Or- 
leans Credit Men’s Association and a 
member of the petroleum group of 
the National Association of Credit 
Men. 


Harotp B. Wristey, formerly at 
the New York office of Allen B. 
Wrisley Co., has been returned to 
Chicago headquarters to succeed Ira 
O. Fasu as credit manager. Mr. Fash 
has been appointed market and sales 
research manager. 





UP THE BABCUTIVE LADDER 


CHARLES L. FLETCHER, formerly Los 
Angeles partner of Harris, Kerr, Fos- 
ter & Company, certified public ac- 
countants, has resigned to become a 
vice president of Hilton Hotels Cor- 
poration. H. E. Hott, former assist- 
ant treasurer and controller, was 
appointed treasurer and controller 
of the hotel company. Both will take 
over part of the duties of J. B. 
HERNDON, JR., who has been serving 
in the dual capacity of vice presi- 
dent and treasurer. 








me. “ 
CHARLES R. REID R. J. KELLER 


Cuartes R. Rew has been named 
assistant to the vice president in 
charge of sales for the Diversey Cor- 
poration, Chicago. He was credit 
manager. R. J. KEtuer, formerly as- 
sistant manager of the credit de- 
partment, will succeed Mr. Reid as 
credit manager. Mr. Keller joined 
Diversey as a sales correspondent 
five years ago, subsequently moving 
into the credit department as a cor- 
respondent. He was named assistant 
manager in 1950. He studied jour- 
nalism at the University of Pitts- 
burgh and is a veteran of World 
War II. 


R. W. DanrEtsen has been named 
credit manager of Fox River Paper 
Corporation, Appleton, Wis. Mr. 
Danielsen joined the accounting de- 
partment of the company in 1939. 


Witt1am DiprikKsEN, formerly as- 
sistant controller, Ekco Products 
Company, Chicago, has been ap- 
pointed controller to succeed Robert 
L. Purcell, who resigned. 
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Thirty years in credit work, Win- 
stead R. Cooper, of Knoxville, Tenn., 
began his career with Chandler and 
Company in 1916, and is now vice- 
president, secretary and treasurer 
of this organization. In addition, he 
became connected with the Southern 
Cast Stone Company 27 years ago, 
and now serves as secretary and 
treasurer, dividing his time between 
the two companies. Mr. Cooper re- 
cently was elected to the presidency 
of the Knoxville Association of Cred- 
it Men. 


Frank D. Masner, credit manager, 
has been advanced to branch man- 
ager of Feenaughty Machinery Com- 
pany, Boise, Idaho office. Edward 
Villeneuve has been installed as 
office manager. 


RyLanp G. Bristow is receiving 
congratulations on his election to 
executive vice president of Lyon 
Conklin & Company, Inc., Baltimore, 
Md. He was credit manager. 


Sam Kaptan, vice president and 
controller of Zenith Radio Corpora- 
tion, Chicago, was elected treasurer 
of the corporation. He joined Zenith 
25 years ago as a mail boy. By eve- 
ning courses he was graduated from 
Northwestern University in 1930, at 
which time he entered Zenith’s ac- 
counting department. 


Epmunp C. Dickerson, formerly 
assistant treasurer, Federal Motor 
Truck Company, Detroit, is now as- 
sociated with the Western Tablet and 
Stationery Corporation, in the treas- 
ury department. 


Bruce A. BALpEerRSON has _ been 
elected treasurer of the Keller Tool 
Company, Grand Haven, Mich. He 
was formerly controller of the Chi- 
cago Molded Products Corporation 
at Chicago. 


T. M. Murpock, formerly credit 
manager of the Automatic Sprinkler 
Corp., Youngstown, Ohio, is now dis- 
trict credit manager with the Na- 
tional Gypsum Company, Buffalo, 
N.Y. 


SHEPARD H. PatrTerson has been 
elected vice president of the Peoples 
First National Bank and Trust Com- 
pany, Pittsburgh, Pa. Mr. Patterson 
is a director of the Credit Association 
of Western Pennsylvania. 
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AS MANY “CHISELERS” 35 YEARS AGO AS TODAY 


Out of his rich store of ex- 
perience as a credit executive 
come the following observa- 
tions by Harold H. Kase, of the 
Taylor Instrument Companies, 
Rochester, N. Y.: 


“As an oldtime credit manager of 
some 35 years experience, but not 
now active in that field, I enjoyed 
reading the statements by different 
credit and financial executives in 
your article on cash discounts in the 
May issue. You may be interested 
in my reactions and a comparison 
between ‘those days and these.’ 

“It seems to me that during the 
past quarter of a century there has 
not been very much progress in edu- 
cating business people on the im- 
portance of not taking unearned cash 
discount. Of course, there are a 
great many more people in business 
today than there were 35 years ago, 
but it occurs to me that perhaps the 


DETROIT’S LEADING 
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Stay at the newest, most centrally located 
hotel in the Motor City. Completely fire- 
proof. 750 outside rooms with bath. Smart 
new furnishings. Lowest comparable rates. 
Ample parking space—a find for the cost- 
conscious traveler! Dining Rooms Air Con- 
ditioned. 


The NEW Hotel 


etroiter 
W oodward at Adelaide 


Convention and Touring Groups Invited 


percentage of ‘chiselers’ may be 
about the same today as it was then. 

“IT well remember efforts made in 
past years to abolish cash discount 
altogether, and there was once an 
association formed for this purpose. 
Needless to say, it did not get very 
far. This reminds me of a remark 
by the Irish author, Liam O’F laherty, 
on a different problem which never- 
theless has points of similarity. He 
said, ‘The best idea I ever heard 
was to wipe out all the women in 
the world. Then men could stop 
working entirely. There is plenty 
of food and drink left for all of us 
until we die. But, of course, there 
would always be one fool who would 
hide a woman, then it would begin 
all over again.’ Is it not so with 
cash discount? 

“It seems to me that the whole 
problem is up to top management. 
All too often, I’m afraid, there’s the 
question of the right hand not know- 
ing what the left hand is doing. An 
instance came to my attention years 
ago through a credit manager friend 
in another company. Somewhat new 
at the game, he had started a cru- 
sade in his company to eliminate the 
deduction of unearned cash discount. 
He was making progress, though he 
had terrific arguments with some 
customers (via correspondence) and 
with his sales department. These, 
however, he succeeded in taking in 
his stride. Then suddenly he ran up 
against a very embarrassing situa- 
tion. 

“He had returned a rather large 
check to an important customer, 
calling attention to a flagrant abuse 
of the cash discount privilege. He 
was astounded to receive a letter 
from the customer calling attention 
to the fact his own company for 
many years had been deducting un- 
earned cash discount and getting 
away with it. Upon investigation 
he found that this was true, that 
the management knew about this 
and condoned it because of the con- 
siderable amount of savings involved. 


“Being the sort of man he was, he 
tried unsuccessfully to get his com- 
pany policy changed, and from that 
time on, as he confided to me, he 
took an entirely different view of the 
cash discount problem and was ex- 
tremely lenient with his company’s 
customers. He reasoned, I believe 
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rightly, that ‘what is sauce for the 
goose is sauce for the gander.’ To. 
day I wonder how many of our com. 
panies are as meticulous in not de. 
ducting unearned cash discounts as 
they are in demanding that their 
customers do not do so? This is not 
a cynical criticism, but a suggestion, 

‘T’m not one of those that say 
that what has not been done in the 
past cannot be done in the future. 
By all means let us continue to try 
to educate the business community,” 

Harovp H. KAsg, 
Rochester, N. Y. 


GEORGE J. GRUEN DIES 
HE death of George J. Gruen, 
who would have been 75 years 

old on August 11th, removed the 

third and last 

son of Die- 

trich Gruen, 

who in 1874 

founded _ the 

watch-making 

company 

bearing the | 

family name, 

in Columbus, 

Ohio, whence 

the business 

was moved to GEORGE J. GRUEN 

Time Hill at Cincinnati. 

George J. Gruen, chairman of the 
board, had been successively secre: 
tary, secretary-treasurer, first vice 
president and treasurer and_ vice 
chairman. He was also a director of 
the Gruen National Watch Case Com- 
pany, a subsidiary. His son, George 
T., is secretary and director of the 
Gruen Watch Company. 

Long active in furthering the prog. 
ress of the credit profession, Mr. 
Gruen had ween president of the 
National Association of Credit Men. 
elected at the Louisville convention 
in 1927, and at the time of his death 
was a member of the N.A.C.M. past 
president advisory board and a 
trustee of the Credit Research Foun: 
dation. 

Besides earlier presidency of the 
Cincinnati Association of Credit 
Men he had headed the Cincinnati 
Club and the Cincinnati Wholesale 
Jewelers and Manufacturers Asso- 
ciation, had been a member of the 
Rotary Club, Queen City Club, Cin- 
cinnati Chamber of Commerce, and 
on the executive committees of the 
Deaconess Hospital and the Cincin- 
nati College of Music, of which he 
was a trustee, 
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Hodernizing for Office Efficiency 


introducing new office equipment and systems to effect economies in 
labor and costs, as well as to speed production of essential office work 


Synchro-Matic Automatic Punch 


The new Synchro-Matic—an auto- 
matic punch electrically synchro- 
nized with a bookkeeping machine— 
announced by Remington Rand Inc., 
315 Fourth Avenue, New York, pro- 
duces punched ecards as a by-product 
of invoicing or policy writing. The 
operator simply posts billing infor- 
mation or policy information on the 
bookkeeping machine, and automati- 
cally any or all data, alphabetical or 





mumerical, is punched into tabulating 
carts, in one operation. 

Begides assuring absolutely identi- 
‘cal information on invoices and 
punched cards, immediately after 
the last bill is typed, the records and 
‘reports needed for close operating 
control are available. Write Reming- 
tion Rand for booklet AB 548, ex- 
plaining complete operation and 
other data. 


Automatic Pre-Measured Inking 


Pre-measured inking and precision 
paper-feed are two features in the 
Rex-Rotary Duplicator, of the Rex- 
Rotary Distributing Corporation, 19 
West 31st St., New York. The ink 
can is inserted and a selector dial 
pre-set for correct degree of inking. 
As the machine turns, the pre-meas- 
ured supply of ink is fed to cylin- 





a 


ders, assuring uniform impressions 
whether for 50 or 5,000 copies. 

Ink consumption is reduced, paper 
wastage avoided, and the machine 
turns out uniform work without 
supervision. When the ink has been 
used up, a bell signals a new can 
should be inserted. The Model D-270 
has synchronized paper-feed for pre- 
cision printing so that text and 
figures can be printed with 100 per 
cent accuracy on proper lines; forms 
for subsequent filling-in, several 


copies at a time, and multicolored 
results produced in exact register. 
The manufacturers claim the ma- 
chine works with the accuracy of a 
printing press, but can be operated 
by an office boy. 





Soundmirror for Office Uses 


A portable tape recorder known as 
the Soundmirror and manufactured 
by The Brush Development Com- 
pany, 3405 Perkins Avenue, Cleve- 
land, Ohio, is now available for office 
and business applications. Particu- 
larly useful for sales training, inven- 
tory taking, conference recordings, 
research, and passing on instructions, 
the machine has a recording time up 
to 60 minutes, and operates with any 
standard paper or plastic base mag- 
netic sound-recording tape. Enclosed 
in a two-tone tan case, its shipping 
weight is 38 pounds. 


When writing to the makers of 
these products please mention 


that you read about them in 
CREDIT AND FINANCIAL 
MANAGEMENT. 





New Visible Record System 

A valuable aid to smaller busi- 
nesses—Econofile—has been intro- 
duced by The Vue-F ax Corporation, 
90 Gold Street, New York City 38. 
Compact and economical, this visible 
record system has horizontal, vertical 
and diagonal margins of visibility, 
enabling quick and easy reference to 
accounts receivable, inventory per- 
sonnel, production, sales records, ete. 
It is equipped with a margin control 





spacer base, transparent plastic 
panels, and is constructed of steel, 
finished in crystal gray. Econofile 
is available in four sizes, holding 
from two to eight thousand cards. 


Device to Lock Checkwriter 

A special locking device for the 
Safeguard Checkwriter, manufac- 
tured by Safeguard Corporation, 
Lansdale, Pa. incorporates in a 
medium-priced bank account protec- 
tion machine this important feature 
to prevent unauthorized use of the 
equipment. 

The Safeguard machines have back 
feed with a slanted check shelf. 
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An Instan-Form Telescriber 

Handwritten messages deliver 
themselves—while you write, when 
the Instan-Form telescriber, manu- 
factured by TelAutograph Corpora- 
tion, 16 West 61st Street, New York, 
is used. The instrument combines 
business forms with the known prin- 
ciples of telescriber (handwritten) 
communication, and forms filled in 
on a transmitting “Instan-Form” are 
reproduced on a similar form, at one 
or many remotely located tele- 
scribers, written and delivered si- 
multaneously. 

Copies are legible, regardless of 
number, and no multiple carbon 
copies are needed. Uniform size 
permits easy filing. The telescriber 
can be adapted to varied uses such as 
requisitioning, inventory control, 
warehousing, shipping, control of 
quality and production. Since the 
machine is leased to users, no capital 
investment is necessary. 


New Telephone-Type “Intercom” 

A new, low-cost, telephone-type 
intercommunication system — The 
Modern Minor—is the latest model 
to be announced by the RCA Engi- 
neering Products Division of Radio 
Corporation of America, Camden, 
N.J. The small, desk-type phone 
provides instant, natural-voice com- 


munication and is suitable for use in 
offices, retail stores, motels, large 
homes and on farms. It can increase 
productive and administrative effi- 
ciency and serves to free telephone 
lines for important customer calls. 

Easy to operate, it requires no 
dialing or press-to-talk key, and 
occupies less desk space than a 
standard telephone. The system may 
be quickly installed for desk or wall 
use by anyone handy with tools, and 
has no circuits to get out of order. 
The new model provides from two 
to six stations, with code or individ- 
ual ringing, as desired. It will be 
sold through all RCA “intercom” 
dealers. 


Saderd Hachign Com ©) 


For Cutting Packaging Costs 

A new pressure-sensitive tape dis- 
penser, said to cut packaging costs 
for retailers and manufacturers, has 
been announced by Minnesota Min- 
ing and Manufacturing Company, 900 
Fauquier Avenue, St. Paul 6, Minn. 
Designed to dispense pre-determined 
lengths of cellophane or acetate fiber 
tape, strips from one to four inches 
in length and one inch in width may 
be dispensed with one “flick” of the 
lever. Longer lengths may be ob- 
tained by simply depressing the lever 
repeatedly. 

The dispenser can be used for 
sealing bags, boxes and packages, 
and holding identifying labels in 
place. Manufacturing plants will 
find it useful on packaging lines, and 
in general shop and office areas for 
various sealing and holding jobs. 
This tradenamed “Scotch” brand 
definite-length dispenser Model 92 is 
portable, weighs six pounds, is man- 
ually operated, can be reloaded with 
a 2,592-inch roll of tape in seconds, 
and retails for $14.75. 
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Here’s Vertical Paper Sorter 

Of special interest to anyone with 
sorting problems of any proportion is 
the Sort-O-Mat paper sorter, manu. 
factured by Yawman and Erbe 
Manufacturing Company, Rocheste; 
3, N.Y. Since it is a vertical sorte; 
and papers stand on edge, consider. 
able space is saved. Alphabetical 
sorting is done to the first two letter; 


of each name at one time, and a sec- 


ond time through sorts to the fourth 
letter. An automatic expansion 
feature eliminates frequent “time 
out” for manual adjustments. 

All guides are slipped toward the 


back of the sorter, and as they come © 


forward to receive the paper, they § 
automatically move and open the 
amount of space to accommodate the FF 
material filed. Light compression 
keeps papers flat for subsequent ¥ 
handling. A round “sight-check’ & 
opening helps during the stripping 
operation and provides a_ check 
throughout the sorter for any over- 
looked papers. Guides can be set for 
subjective, numeric, geographic o: § 
special combination sorting. 


WHY CREDIT MEN GO 
MAD 


Dear Meester Smith: 


I got your letter about what 
I owe you. Now be pachunt. 
I ain’t forget you. Pleez wait. 
When sum fools pay me I pay 
you. If this wuz judgement 
day and you wuz no more pre- 
pared to meet your Master as 
I am to meet your account, you 
sure would have to go to hel. 
Trusting you will do this. 


—Thanks to C. E. Tronson 
Turco Products, Inc. 
Los Angeles, Calif. 


—— 
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COMING EVENTS ON ASSOCIATION CALENDARS 


STANFORD UNIVERSITY 

Palo Alto, California 

July 6-19 

Session of Graduate School of 
Credit and Financial Manage- 
ment 


DARTMOUTH COLLEGE 

Hanover, New Hampshire 

August 3-16 

Session of Graduate School of 
Credit and Financial Manage- 
ment 


MINNEAPOLIS, MINNESOTA 

September 21-24 

Fall Conference of Robert Morris 
Associates 


Cuicaco, ILLINOIS 

October 12-15 

American Petroleum Credit 
Conference of N.A.C.M. 


Cepar Rapips, Iowa 

October 15-17 

Tri-State Conference of Credit 
and Financial Managers, com- 
prising Iowa, Nebraska and 
South Dakota 


Sr. Louis, Missouri 

October 16-18 

Annual Tri-State Conference of 
Credit and Financial Managers 
comprising Missouri, Kansas 
and Oklahoma 


Attantic City, NEw JERSEY 

October 16-19 

Tri-State Conference of Credit 
Executives, comprising New 
Jersey, New York and Eastern 
Pennsylvania 


KNOXVILLE, TENNESSEE 

October 20-21 

Annual South Eastern Credit 
Conference, covering Arkan- 
sas, Louisiana, Virginia, Ten- 
nessee, North and South Caro- 
lina, Alabama, Georgia and 
Florida 


Cuicaco, ILLINOIS 

October 22 

Annual Illinois Credit Confer- 
ence 


SPRINGFIELD, Mass. 

October 22-23 

Annual New England District 
Credit Conference, covering 
Connecticut, Rhode Island, 
Massachusetts, Maine, New 
Hampshire and Vermont. 








YOouNGSTOWN, OHIO 

October 24-25 

Annual Ohio Valley Regional 
Credit Conference, covering 
Ohio, Western Pennsylvania 
and West Virginia. 


Kansas Crry, Mo. 

October 31, Nov. 1-2 

Midwest Credit Women’s Con- 
ference 


Et Paso, TEXAS 

November 7-9 

Annual South Western Credit 
Conference, covering Texas 
and New Mexico 


PoRTLAND, OREGON 

March 18-20, 1953 

Pacific Northwest Credit Con- 
ference, covering Oregon, 
Washington and Idaho 


Mon TREAL, QUE., CANADA 

May 17-21, 1953 

57th Annual Credit Congress 
and N.A.C.M. Convention 


FAIR TRADE PRINCIPLES 


Eight principles have been de- 
veloped by the vendor relations 
committee of the National Retail 
Dry Goods Association for effective 
Fair Trade arrangements between 
manufacturer and retailer on an 
individual and independent basis. 
They are: 


(1) A vendor should provide a fair 
and equitable markup for retailers and 
continue historic discounts and other 
allowances. 


(2) Retailers should be required by 
a vendor to agree in writing not to re- 
sell Fair-Traded goods at less than the 
stipulated Fair Trade price. Whole- 
salers should be required by a vendor 
not to resell to retailers unless the latter 
agree in writing to maintain Fair Trade 
prices. 


(3) Vendors should guarantee to take 
all necessary action to protect all retail- 
ers signing Fair Trade agreements from 
price cutting or other predatory prac- 
tices on the goods covered in the agree- 
ment. If the vendor fails to take such 
action at once, after written notice from 
the retailer, the latter may cancel the 
agreement. 


(4) Any Fair Trade agreement re- 
quired of one retailer should be re- 
quired in identical form from all com- 
peting retailers, and any benefits should 
be equally extended to all dealers. 


(5) All Fair Trade agreements should 
provide for termination on notice by 
either party to the agreement. A vendor 
should have a 10-day option on buying 
back a retailer’s inventory if the latter 
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wishes to cancel. After 10 days, a can- 
celing retailer’s obligations would be 
automatically void with respect to the 
Fair Trade agreement. 

(6) On Fair-Traded seasonable goods, 
retailers should be permitted, by agree- 
ment, to clear stock for a specific period 
at season’s end, provided that trade- 
marks or other brand identifications are 
removed. A vendor should also have 
the option of repurchasing such goods. 

(7) In any Fair Trade agreement, a 
vendor should have the right to adjust 
prices at any time, on a minimum of 10 
days’ notice. If this requires repackag- 
ing or other changes in the retailer’s 
inventory, the vendor should supply the 
materials without cost at 10 days before 
the effective date of the price change. 

(8) Where a retailer has a regular 
policy of employe discounts, they 
should be permitted on bona fide em- 
ploye sales. 


New Packaging Methods Shown 

Improved production methods and 
efficiency standards were among the 
special session highlights of the 
three-day National Packaging Con- 
ference, held in Atlantic City under 
the sponsorship of the American 
Management Association. Packaging 
for self-service, pre-testing designs 
and retailer evaluation also were 
featured. A half-day presentation of 
a case study of the General Motors 
Corporation’s packaging program 
was complemented with a special 
exhibit. 


SUE 
3,500 Sheets An Hour 
Collated by 2 Hands 
with... 





... Evans 


GATHERING RACKS 


The tedious job of assembling or sort- 
ing papers is done in half the time and 
at half the cost of obsolete methods. 

Evans GATHERING RACKS are 
GUARANTEED to produce quicker and 
more accurate results than any other 
collating aid on the market. 

Of all aluminum, each section holds 
500 sheets of any size paper at in- 
clined angle. Worker sits or stands, 
collating without fatigue. Racks col- 
lapse for setting aside. 

Shown: Two 6-Section DU Racks at 
$14.00 each. 7 other models, from 
$11.00 to $25.00. 


See Your Dealer or Write * 


EVANS SPECIALTY CO., INC. 
™" 413 N. Munford St., Richmond 20, Va. P 9g 
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Guides to Improved Executive Operation 


KEEPING INFORMED 


FEEDING THE Factory WorKER— 
PLANT CAFETERIAS — This study 
shows how 240 companies feed their 
employees . . . information on plant 
cafeterias, canteens, snack bars and 
vending machines . . . discusses what 
employees want in food facilities and 
offers suggestions on how to cut ex- 
penses and meet those wants. Paper 
Cup and Container Institute, Inc., 551 
Fifth Ave., New York 17, N.Y. Free. 


Lire INsuRANCE Fact Book, 1951— 

Presents statistics on ownership of 
life insurance by type of policy and 
nature of policy holder, on purchases, 
pensions, cost factors, personnel, etc. 
Available from Institute of Life In- 
488 Madison Ave., New 
York, N.Y. Price 25c. 


CopIFICATION OF ALL 24 STATEMENTS 
on AUDITING PRocEDURE—64 page 
booklet. Rewritten by the American 
Institute of Accountants, 270 Madison 
Ave., New York 16, N.Y. Price $1. 


Ir You Want To Do BUSINESS WITH 

THE GOVERNMENT—Brochure telling 
what is required of anyone seeking 
a government or federal defense con- 
tract and what procedures to follow. 
The booklet is free and may be ob- 
tained by writing to U. S. Govern- 
ment Advertiser, 511 Eleventh St., 
N.W., Washington 4, D.C. 


Prorits. Economic Research De- 
partment, Chamber of Commerce 
of the U.S., Washington 6, D.C. Free. 
Corporate profits are always a sub- 
ject for discussion. Are they too 
high? Are they fair? Do profits 
cause high prices? Who is getting 
the profits anyway? Chamber of 
Commerce of U. S. gives its views. 


Informative reports, pamphlets, cir- 
culars, etc., which may be of interest 
to you. Please write directly to the pub- 
lisher for them. CREDIT AND FINAN- 
CIAL MANAGEMENT does not have 


copies available. 


CREDIT MEN! NOW MAKE MORE MONEY 
IN YOUR WORK WITH LEGAL TRAINING 


The law-trained man has the 
advantage every time! . 
Prepare yourself now for 
greater income, success and 
leadership — through Black- 
stone's study-at-home Law 
course. Easy-to-follow instruc- 
tions. Course includes 17 vol. 
Law Library. Low tuition. 
Easy payments. LLB. Degree. Send for FREE book, 
“The Law-Trained Man"'—TODAY! 


BLACKSTONE COLLEGE OF LAW 


Dept. 407, 225 N. Michigan Ave. Chicago 1, tll. 
A Correspondence Institution Since 1890 


STUDY 


LAW 


AT HOME 








To expedite receiving these booklets, 
please address all inquiries concerning 
Efficiency Tips to CREDIT AND FINAN- 
CIAL MANAGEMENT, 33 So. Clark St., 
Room 1538, Chicago 3, Ill. 





EFFICIENCY TIPS 


212—Connecticut Mutual Life In- 
surance Company will send you its 
booklet, How Mucu anp WHat KIND 
oF Lire INSURANCE SHOULD I Own? 
This will help you analyze, for your- 
self, your life insurance situation, 
with questions and answers and an 
explanation of life insurance. 
Vv 

213—U. S. Plywood Corporation will 
send samples and details on TEK- 
woop, the versatile, low-cost Kraft- 
paper-and-hard-wood material to 
cut packaging costs, labor assembly, 
shipping costs and insure safe arrival. 


Vv 

214—Ralph C. Coxhead Company’s 
Cotp-TyPe explains in a non-techni- 
cal manner a new method which is 
said to double printing output with- 
out increasing the budget. How type 
composing can be an office job, oper- 
ated in typewriter fashion, in your 
own office, is another subject cov- 
ered. 


Vv 
215—Art Metal Construction Com- 
pany’s OFFICE STANDARDS AND PLAN- 
NING advises concerning the revision 
of congested office layouts, using files 
and desks engineered for economy 
and planning the day’s work flow. 

v 
216—L. L. Brown Paper Company 
has just published How To GET 
GREATER SERVICE AND VALUE FROM 
Your Recorps AND LETTERS, based on 
the principle that what contributes 
to greater knowledge of paper quali- 
ties and values helps all those who 
make, sell or need quality papers. 


Vv 
217—Virginia Metal Products Cor- 
poration will send Mositwat. Data 
Sheets, giving valuable facts about 
efficient partitioning for offices, to 
improve efficiency and appearance. 

Vv 
218—International Business Machines 
offers a free copy of the IBM 32-page 
Etectric TypPinc GuIpE, as well as 
descriptive folders on the electric 
typewriter on request. 

Vv 
219—Swift Business Machines Cor- 
poration has a booklet describing 
the company’s portable adding ma- 
chine, weighing only 6% pounds, 
with visible adding dials. 
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BOOK REVIEWS 


MARKETING RESEARCH. By David Luck 
and Hugh Wales. Price $5.75, 
Prentice-Hall, Inc., 70 Fifth Ave- 
nue, New York 11, N.Y. 

+ Rapid postwar growth and ensu- 

ing changes in marketing research 

have shown the need of an authentic, 
up-to-date text. This book uses only 
illustrative material from _ recent 
events. Discussions are in terms of 
current practices, as non-technical 
as possible. Various steps are taken 
up in sequence: getting acquainted 
with marketing research; marketing 
data; techniques; applications. Lib- 
eral use of charts, graphs and photos 
sparks interest. Footnotes are kept 
to a minimum except for source 
references. This is a basic text for 
all courses in marketing research. 


How To MAKE A PROCEDURE MANUAL, 
By H. John Ross. Price $4.50. 
Office Research Institute, P.O. Box 
4099, Miami 25, Fla. 
+ Mr. Ross feels that management 
needs a whole new approach to the 
business of writing instructions and 
issuing procedures. From the back- 
ground of his 15 years of experience 
in and contact with procedures work 
he has offered recommendations for 
more efficient ways to open up the 
channels of information for company 
personnel from top to bottom and 
the other way around. The eight 
chapters cover all phases of prepar- 
ing the manual, including specimen 
procedure sheets, paper specimens 
and reprinted masters. 


Business Forecastinc. By Frank D. 
Newbury. Price $4.75, McGraw- 
Hill Book Co., 330 W. 42nd St., New 
York 36, N.Y. 
+The value of business forecasting 
as a practical management tool, and 
in planning investments, budgets, 
production schedules, merchandising 
campaigns, etc. is presented clearly 
in this book, along with its present- 
day application. A discussion of the 
principles and practices of organized 
forecasting, as opposed to “hunch” 
predictions based on guess or intui- 
tion, is combined with a method for 
setting up and organizing effective 
forecasting activities in a company 
for management decisions. Methods 
to forecast national production and 
income are presented in detail. 


Books reviewed or mentioned in these 
columns are not available from CREDIT 
AND FINANCIAL MANAGEMENT unless 
so indicated. Please order from your 
book store or direct from the publisher. 
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ASSOCIATION NEWS 


Highlighting Activities National, Regional, Local 





Credit Leaders Dig In With New Tools 
After a Working Congress at Houston 


UT of the “grass roots” Credit Con- 

gress at Houston, the wealth of 
practicable ideas exchanged as working 
tools for professional growth already is 
taking hold, reports from the field in- 
dicate. It was a shirtsleeve convention, 
with generalization at a minimum in 
the addresses to the 2,200 delegates at 
the plenary sessions, and concise, expe- 
rience-weighted discussions in the In- 
dustry Group meetings. Our visits to 
more than half of these sessions on the 
allotted Tuesday attested that fact. 

The convention outdid itself in the 
climactic reception accorded the new 
president, Victor C. Eggerding, general 
credit manager of the Gaylord Container 
Corporation, St. Louis, and to the asso- 
ciation’s new First Lady. 

In recognition of a year of indefatig- 
able and inspiring service to and for 
the association in the presidency of 
Lorne D. Duncan, general credit man- 
ager, National Distillers Products Cor- 
poration, New York City, a solid silver 
service was presented to Mr. and Mrs. 
Duncan. Mr. Duncan’s report of stew- 
ardship appears on another page. 

National’s vice presidents for 1952-53 
are: Eastern Division, C. Herbert Brad- 
shaw, credit manager, Bausch and Lomb 
Optical Company, Rochester; Central 
Division, Paul J. Viall, treasurer, Chat- 
tanooga Medicine Company, Chattanoo- 
ga; Western Division, (re-elected) D. 





A, J. SUTHERLAND, chairman of the 
nominations committee, reports. Mr. 
Sutherland is president of the Security 
Trust & Savings Bank, San Diego. 





NEW N. A. C. M. OFFICERS 


President 


VICTOR C. EGGERDING 


General Credit Manager 
Gaylord Container Corp., St. Louis, Mo. 


Vice Presidents 


Eastern Division 


General credit manager 


Central Division 
C. HERBERT BRADSHAW PAUL J. VIALL 


Treasurer Chattanooga 


Western Division 
D. M. MESSER 


Vice president & general 


Bausch & Lomb Optical Medicine Co., Chattanooga, manager Dohrmann Com- 


Co., Rochester, N.Y. Tenn. 


mercial Co., San Francis- 
co, Calif. 


(Personnel of the 1952-53 Board of Directors will appear in the next issue) 








M. Messer, vice president and general 
manager, Dohrmann Commercial Com- 
pany, San Francisco. A feature article 
on the Eggerdings appears elsewhere in 
this issue. Biographical data on the 
official family are on page 5. 

Montreal will be host to the 1953 
Credit Congress May 17-21, with the 
Windsor hotel as headquarters. The 
invitation for the 57th annual conven- 
tion was extended by Charles P. Dumas, 
manager and secretary-treasurer of the 
Canadian Credit Men’s Trust Assn., 
Ltd., of Montreal. W. J. Gielen, new 
president of the Chicago Association of 
Credit Men, general credit manager, 
Hilton Hotels Corp., invited National to 
Chicago in 1955. San Francisco’s bid for 
1954 is before the board. 

A new member of National’s board of 
directors is Mrs. Lucy Killmer, secre- 
tary-treasurer, Guarantee Specialty 
Manufacturing Company, Cleveland. 
Highlights of the reports for the Credit 
Women’s Groups appear on another 
page. The complete roster of National’s 
new directorate will be published next 
issue. 

A. J. Sutherland, president of the 
Security Trust & Savings Bank, San 
Diego, presented the report of the 
nominations committee, of which he was 
chairman, at the closing business ses- 
sion. 

The ten divisions of the resolutions 
and policy committee’s report were read 
in summarization by its chairman, G. 
Earl Brister, credit manager of the 
American Sugar Refining Company, 
New Orleans. 


One of the abundant evidences of the 
care which had gone into the overall 
planning of the Credit Congress by 
Convention Director S. J. Haider of St. 
Louis and by the many committees, was 
the timing of official activities. Every- 
thing moved on schedule. 

The 56th convention’s first plenary 
session got underway Monday forenoon 
with the invocation by Right Reverend 
V. J. Guinan, C.S.B., president, Univer- 
sity of St. Thomas, and words of wel- 
come by John Ben Shepperd, Texas 
secretary of state; for Mayor O. F. Hol- 


(Concluded on following page) 





What manner of man is 
he, the new president of 
the National Association of 


Credit Men? 


Elsewhere in this issue 
Credit and Financial Man- 
agement presents the Vic- 
tor C. Eggerding of home 
and community, his philos- 
ophy of credit and the tenets 
which made him general 
credit manager of the Gay- 
lord Container Corporation, 
St. Louis, and fitted him for 
leadership of the credit pro- 
fession at work. 
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combe; for the Houston Association of 
Credit Men by its president, Paul A. 
DuChesne, Houston Natural Gas Cor- 
poration. Response was by C. Callaway, 
Jr., treasurer of Crystal Springs Bleach- 
ery, Chickamauga, Ga. The gavel was 
presented to Mr. Duncan by W. L. 
Holmes, assistant treasurer, Schlum- 
berger Well Surveying Corporation, 
Houston, general convention chairman. 

Strength—professionally and through 
organization—is the needed foundation 
for sound credit and a healthy economy 
in the days ahead, said Frank M. Totton, 
vice president, The Chase National 
Bank of the City of New York, in his 
address. 

After Mr. Duncan’s report, Henry H. 
Heimann, executive vice president, 
presented the keynote theme: “After 
Preparedness—What?” (See June issue). 

Mr. Eggerding, as vice president of 
the Central Division of N.A.C.M., offi- 
ciated at the afternoon plenary session, 
with its formal addresses and panel. 


Positive Approach Needed: Thomson 


“The preservation of freedom is not 
simply a matter of resisting encroach- 
ments; it requires a positive approach 
to the solution of real problems by 
means that preserve and expand free- 
dom,” declared J. Cameron Thomson, 
president, Northwest Bancorporation, 
Minneapolis. 

“Wake Up, America!” was the sub- 
ject of Dr. U. G. Dubach, professor of 
political science, Lewis and Clark Col- 
lege, Portland, Ore. (Reported in June 
issue). 

T. B. Hendrick, president, Collins- 
Dietz-Morris Company, Oklahoma City, 
was moderator of the clinic on helping 
customers improve the management of 
their business. Participating were Mrs. 
Karla Jack Howe, Great Lakes Paint & 
Varnish Company, Chicago; T. W. John- 
son, vice president, Security First Na- 
tional Bank of Los Angeles; Peter B. 
Nold, general credit manager, Con- 
tinental Can Company, Inc., New York 
City; and J. G. Purvis, treasurer, 
Atlantic Steel Company, Atlanta. 


Worse Menace Than Soviet: Butler 


After Tuesday’s Industry Group Meet- 
ings, the convention returned to plenary 
sessions Wednesday morning with the 
call to order by the N.A.C.M. Eastern 
Division vice president, E. William Lane, 
treasurer, American Screw Company, 
Willimantic, Conn. The invocation by 
Rabbi William S. Malev followed. 

“The steel seizure is a worse menace 
than Communism or war” and “federal 
controls are a conglomerated mess,” said 
P. P. Butler, president, the First Na- 
tional Bank in Houston, discussing “The 
Economic Spiral.” 

Dr. Samuel N. Stevens, president of 
Grinnell (Iowa) College, outlined re- 
sults of his surveys of methods for 
detecting potential management material 
among company personnel. 

Robert A. Vogeler, vice president, 
International Telephone & Telegraph 
Company, discussed lessons for America 
to learn from his incarceration and 


ON N.A.C.M. BOARD 


MRS. LUCY G. KILLMER 


Installed as a member of the board 
of directors of the National Associa- 
tion of Credit Men at the Credit 
Congress in Houston, Mrs. Lucy 
Killmer of Cleveland represents 17 
associations in the seventh district, 
including Ohio, parts of Kentucky, 
Virginia and Tennessee. Mrs. Kill- 
mer is secretary-treasurer of the 
Guarantee Specialty Manufacturing 
Company and the Wright Sales 
Company, Inc. 

Member of the Cleveland associa- 
tion since 1932, Mrs. Killmer is a 
past president of the Credit Women’s 
Club of Cleveland and was chairman 
of the National Credit Women’s Ex- 
ecutive Committee. 


physical and psychological torture by 
Hungary’s Communistic government. 

N.A.C.M.’s Western Division Vice 
President Messer presided at the final 
plenary session Thursday forenoon. 
The invocation was by Reverend Karol 
O. Bayer, West University Methodist 
Church, and Convention Director Haider 
presented the leaders of the host com- 
mittees. 





A complete listing of the 
personnel of the new board 
of directors of the National 
Association of Credit Men 
will be published in the next 
issue of Credit and Finan- 
cial Management. 


Printer’s requirements 
necessitate going to press 
with this issue before a final 
tabulation of the mail vote 
of the board to fill the va- 
cancy caused by the election 
of C. Herbert Bradshaw to 
Eastern Division vice pres- 
ident. 
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Dempster McIntosh, president, Philco 
International Corporation, was the 
speaker at the international trade 
luncheon, on Wednesday, under the 
chairmanship of Nicholas J. Murphy, 
vice president, The Chase National 
Bank of the City of New York. At the 
following roundtable conference on /or- 
eign credit, collection and exchange 
problems, the chairman was Ralph M. 
Binney, vice president, The First Na- 
tional Bank of Boston. Serving as sec- 
retary was Philip J. Gray, manager, 
N.A.C.M. Foreign Credit Interchange 
Bureau. 

The annual reception and dinner to 
the president, and the president’s re- 
ception, grand march and ball were on 
Monday night. 

On the day of his election to the 
N.A.C.M. presidency, Mr. Eggerding was 
guest of honor and principal speaker at 
a dinner arranged by officers of the 
Houston National Bank. He told why 
credit men should indorse economy in 
government, urged continued exchange 
of credit information between banks and 
mercantile businesses, and commended 
the work of O. W. Harigel, assistant 
vice president of the bank, as conven- 
tion executive committee chairman. 
Irwin M. Shlenker, board chairman, 
presided. 


Fraud Prevention Department 
Increases Activities in Year 


Increased activities of the Fraud Pre- 
vention Department of the National 
Association of Credit Men are reported 
for the past year by John C. Fredell, 
Jr., director. Of 22 new cases accepted, 
13 were turned over to the appropriate 
federal or state agency, and 21 cases, 
some from previous years, were await- 
ing either investigative or prosecutive 
action by Government agencies. 

Three convictions resulted in the year 
from investigations in which the De- 
partment participated, and defendants 
were awaiting trial in five other cases 
in which indictments had been returned. 
Investigation by the Department and the 
Government was completed in ten cases 
awaiting action by federal or state dis- 
trict attorneys. 

Prompt and vigorous prosecution is 
necessary to suppress commercial crime, 
which in investigated cases defrauded 
creditors of $2,000,000. The perpetrators, 
Mr. Fredell said, were on the whole 
well educated individuals. 

“Complaints of mail fraud and fraud- 
ulent bankruptcy continue to constitute 
the bulk of the Department’s work,” 
Mr. Fredell declared. “In a number of 
cases it was found that a materially false 
financial statement had been submitted 
to creditors over a period of years, the 
falsity being discovered only when the 
debtor became insolvent. Bankruptcy 
frauds are for the most part committed 
by debtors who were established in 
business for a substantial period. In 
only two cases received did it appea 
that the proprietor had opened a busi- 
ness for the express purpose of def raud- 
ing creditors. Both debtors are now 
fugitives.” 
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President's Accounting of Stewardship 


A year of steady progress in the 
growth and functioning of the Na- 
tional Association of Credit Men 
and its departments of service is re- 
flected in the following digest of the 
annual presidential report, made to 
the convention at Houston. 


By LORNE D. DUNCAN 
General Credit Manager 


National Distillers Products Corp. 
New York, N.Y. 


URING my administration we have 
D had some personnel changes. 

Some of our older men who have 
served us well and faithfully have been 
retired on a pension. New men have 
been appointed, and we have trans- 
ferred certain responsibilities to other 
members. 

This was done after investigation by 
a special committee of a management 
study, prepared by an industrial engi- 
neer whose services were tendered by 
one of our ex-presidents. The report was 
discussed with the executive committee, 
and a number of economies have been 
effected as recommended. These econo- 
mies should be felt in the years to come. 
I recommend that the special committee 
be retained until all phases of the plan 
have been executed, under the chair- 
manship of the newly elected president. 

The executive vice president and I 
have carried out the instructions of the 
committee, but not all the plans have 
been completed. It has been necessary to 
make adjustments gradually. 


PENSION PLAN TRUSTEESHIP 


At the last board meeting a committee 
was appointed to consider and propose 
a pension plan which would be actuari- 
ally sound. A reserve fund created for 
this purpose will be trusteed for those 
employees who will be certified to this 
pension plan as they reach retirement 
age, 

Ihave met with 55 associations, visit- 
ing practically all the major ones and a 
great many of the smaller. 


CHARTER FOR ASSOCIATIONS 

I found that some of our affiliated as- 
sociations were not complying with 
either the letter or the spirit of Article 
Il of our By-laws. I presented to the 
national board of directors last Novem- 
ber in Chicago the idea that possibly we 
ought to issue a charter to each associa- 
tion which definitely would obligate it, 
when accepting affiliation with the Na- 
tional Association of Credit Men, to ob- 
serve the responsibilities as set out in 
the By-laws. 

A committee appointed to draw up 
such a charter was composed of two 
association secretaries, two members of 

€ secretarial council, and two mem- 
bers of the national board. Philip Gray, 
assistant secretary of the National As- 


a 


LORNE D. DUNCAN, general credit 
manager, National Distillers Products 
Corporation, New York City, presenting 
his final report as president of the Na- 
tional Association of Credit Men. 


sociation, was named secretary of this 
committee. I thank national director 
Edward Southgate of Philadelphia, 
chairman of this committee, and all his 
committee members for the sincere and 
painstaking manner in which they have 
given consideration to this important 
proposal. New certificates are being 
forwarded to those associations which 
have signed the charter. I hope this 
certificate will proudiy hang in your 
association offices. 


HEIMANN CONTINUES SERVICES 

Let me offer my sincere thanks to 
Henry H. Heimann, your executive vice 
president. As usual, Mr. Heimann has 
shown outstanding and _ constructive 
ability. I need not remind you of the 
vital role he has acted in bringing this 
association to its present importance. It 
pleases me to be able to tell you that 
the executive committee has completed 
arrangements with Mr. Heimann so that 
he will continue as your executive 
manager. I am sure that the entire 
membership will approve this action. 

The executive committee named E. B. 
Moran, S. J. Haider and Mr. Gray as 
assistant executive managers. This ac- 
tion was confirmed at the annual board 
meeting. Mr. Moran also was named 
N.A.C.M. secretary, Miss Ruth E. Hoctor 
was renamed treasurer, and Mr. Gray 
was named assistant secretary. 


CREDIT AND FINANCIAL 
MANAGEMENT 

Mr. Moran, who had been serving so 
efficiently as sales manager of the mem- 
bership sales department for several 
years, was given the added responsi- 
bility of management of our national 
magazine, CREDIT AND FINANCIAL MAN- 
AGEMENT; and because a more economi- 
cal arrangement for printing the maga- 
zine was available near Chicago, it was 
decided to move the magazine publish- 
ing office to that city under Mr. Moran’s 
general management. Ernest A. Rovel- 


stad, on the recommendation of Mr. 
Moran, was appointed editor. The Janu- 
ary 1952 issue was published from Chi- 
cago. A number of noticeable improve- 
ments have been made in the magazine 
which will be further reflected as the 
hoped for increased advertising revenue 
becomes available. 

I thank the budget committee who 
have worked so closely with our treas- 
urer for the excellent planning they 
did in handling the finances of our as- 
sociation, and I commend Miss Hoctor 
for her faithful service in seeing that 
the budget plan was carried out. 


CREDIT INTERCHANGE BUREAUS 

S. J. Haider was continued as the 
head of the Credit Interchange Bureaus, 
where he had made such an excellent 
record. The credit interchange system 
made some membership gains, and the 
finances of the Central Bureau at St. 
Louis are very satisfactory. This di- 
vision of N.A.C.M. activities is gov- 
erned by a board of nine members 
headed by Maurice D. Fields of the 
Central Rubber & Supply Company of 
Indianapolis. 

Mr. Haider also was named conven- 
tion director. The excellent arrange- 
ments for this Credit Congress under 
Mr. Haider’s direction certainly speak 
well for the wisdom of this appoint- 
ment. 


FOREIGN CREDIT DEPARTMENT 


Mr. Gray, third assistant executive 
manager, continues as director of the 
Foreign Credit Department and the 
Foreign Credit Interchange Bureau. In 
addition, as assistant secretary he will 
serve as the liaison between the Na- 
tional office and the membership when 
Executive Vice President Heimann is 
on speaking tours. 


EDUCATIONAL ACTIVITIES 


One of the important developments 
during the past year was the merger of 
our Education and Credit Research ac- 
tivities under the direction of Dr. Carl 
D. Smith. This change came about 
through a natural overlapping of the 
two activities and will result in a con- 
siderable increase in the prestige of our 
association as a professional organiza- 
tion. 

The Educational Department under 
Dr. Smith’s direction, and especially the 
operations of the National Institute of 
Credit, are now quite universally recog- 
nized as having collegiate status. The 
revisions in the curriculum and the 
general plans of operation have been 
developed to the point where students 
may well look forward to their awards 
as representing badges of professional 
merit. 

Edwin H. MacArthur has been named 
assistant to Dr. Smith in the educational 
activities. He comes to the association 


(Concluded on following page) 
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with a long and efficient record in edu- 
cational work. 

Under the merger with the educa- 
tional activities, the Credit Research 
Foundation becomes a valuable agent in 
promoting the professional status of 
credit department operations. Since this 
merger several very important Research 
reports have been issued and have re- 
ceived wide publicity in leading news- 
papers. Similar studies are in operation. 


TWO GRADUATE SCHOOLS 


The Graduate School of Credit and 
Financial Management will be con- 
tinued this year at the Tuck School of 
Business at Dartmouth, and at Stan- 
ford University in California. Only the 
first year course will be given this 
season at Stanford but by 1954 the en- 
tire three-year course will have been 
established there. 


ADJUSTMENTS AND COLLECTIONS 


The operations of the Adjustment and 
Collection Bureaus now maintained in 
affiliated associations present an excel- 
lent record of service. There are now 
47 approved Adjustment Bureaus and 
53 approved Collection Bureaus. In ad- 
dition, the Board of Trade of San 
Francisco handles adjustment cases. 

The manner in which our Adjustment 
Bureaus process accounts with em- 
barrassed creditors presents a record 
which speaks well for its efficiency. 

Our Foreign Credit Interchange De- 
partment has been on a profitable basis 
for some time, largely due to the effi- 
cient management of Mr. Gray. Al- 
though assuming the duties of assistant 
secretary and assistant executive man- 
ager, he is continuing as manager of 
the Foreign Credit Interchange Bureau 
and has a trained assistant in Stewart 
Gillies, who now has taken over some 
of the duties in the Foreign Bureau. 


FRAUD PREVENTION 
DEPARTMENT 


The Fraud Prevention Department is 
now under the direction of John C. 
Fredell, Jr., who succeeded Charles J. 
Scully when the latter retired last fall. 
Mr. Fredell, who served as assistant to 
Mr. Scully for a year, is doing an ex- 
cellent job. In the past fiscal year the 
Fraud Prevention Department has 
handled 40 cases and has assisted prose- 
cuting officers in securing five indict- 
ments which have added two convic- 
tions to the long record of this 
Department. Four indictments are 
awaiting trial, and five additional in- 
‘dictments in other cases are expected 
shortly. 


CREDIT WOMEN’S GROUPS 


There are now 51 clubs enrolled as 
Credit Women’s Groups. Miss Loretta 
Fischer of Milwaukee has served this 
year as chairman of the credit women’s 
national committee, which has promoted 
a considerable growth in membership. 
Many credit women are now holding re- 
sponsible posts as members of boards 
of their association. I thank the members 
of the credit women’s clubs and their 
national committee members for the 


LORNE D. DUNCAN (second from left), general credit manager of National Djs. 
tillers Products Corporation and immediate past president of the National Association of 
Credit Men, is shown here with (I. to r.) Henry H. Heimann, executive vice president 
of N.A.C.M.; Seton Porter, chairman of the National Distillers Corp.; and Roliston G, 
Woodbury, vice president of Textile Banking Company, Inc., and president of the New 
York Credit and Financial Management Association, at a N. Y. association dinner, 


support I have received. Miss F. Marie 
Ferguson, the National staff member 
who has served the women’s groups for 
several years, is to be commended for 
her part. 


CREDIT MANUAL OF COMMERCIAL 
LAWS 

In the fiscal year some 7,600 copies of 
the Credit Manual of Commercial Laws 
were sold. In addition to her duties as 
secretary of the National credit women’s 
committee, Miss Ferguson has had 
charge of the sale of the Credit Manual 
and the several financial statement 
forms produced by the National associa- 
tion. 

R. G. Tobin, formerly editor of Crepit 
AND FINANCIAL MANAGEMENT, continues 
on the National staff as editorial director 
of the Credit Manual and is in charge 
of public relations for the National as- 
sociation. Mr. Tobin did a tremendous 
job of editing in bringing the manual 
up to date. I thank Dick Tobin for the 
invaluable help he has been to me 
through his knowledge of the associa- 
tion’s work. 


THE WASHINGTON BUREAU 


The Washington Bureau, under the 
guidance of S. B. McKinney, has been of 
great service to our members. The 
Washington service is supported by 
voluntary contributions from a few of 
our larger associations. Any member 
who has any problem with any depart- 
ment of the Government will receive 
advice and counsel as far as: we are 
able to supply it, without charge. 

I recommend that when funds are 
available, the board of directors have 
four meetings a year; one, a policy 
meeting immediately after the conven- 





“A reserve is not something 
to fall back on—it is something 
to go forward with.” 


—James A. Decker in Good 


Business. 
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tion; one, in 90 days; one, in 180 days; 
and one prior to the following conven- 
tion, these meetings to be held where 
the main office of the National is lo- 
cated. Also, I recommend that the na- 
tional president visit the head office of 
the national association at least once 
every month to confer with the execu- 
tive manager and his staff. 


Post-Election U.S. Business Is 
Connecticut Conference Theme 


America after the elections was the 
theme of the 35th annual Credit 
Conference of the Connecticut Asso- 
ciation of Credit Men, including the 
Bridgeport, Hartford, New Haven 
and Waterbury associations. The 
Hartford association was the host, 
with Herbert C. Schick chairman of 
the Conference. The June llth 
gathering was at the Wethersfield 
Country Club, near Hartford. 

Nelson J. Gulski, dean of the 
school of business administration 
and accountancy, Bryant College, 
Providence, R.I., was the first speak- 
er, his subject “Profits—How Do You 
Figure Them?” 

Kenneth W. Tibbitts, vice presi- 
dent, the National Credit Office, New 
York City, spoke on the provocative 
topic, “The Exothermic Credit Man.” 

Following an afternoon session 
addressed by State Senator Julius C. 
Hodorofski, of Milwaukee, Wis., 0 
“Which One Will You Have?” (od 
the Presidential candidates), Henry 
H. Heimann, executive vice president 
of the National Association of Credit 
Men, discussed what management 
may expect after the economy has 
experienced the dislocations that 0 
with an election year. 

N.A.C.M. President Victor C. Es 
gerding was the guest of honor and 
spoke briefly on the association's 
plans for the year. 





—————— 
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Co.; G. J. Lochner, secretary. . . 








MEMBERSHIP CHAIRMAN H. M. KESSLER PRESENTS AWARDS TO—(I) NEW YORK: R. G. Woodbury, Textile Banking Co.; M. J. Davis, 


executive v.p.; G. J. Schatz, Commercial Factors Corp. ... (2) LOUISVILLE: P. H. Meyer, Peaslee-Gaulbert Corp.; W. H. Watts, Pillsbury- 


Ballard Div.; S. J. Schneider, secretary... . (3) BALTIMORE: D. P. Stanton, American Credit Indemnity Co.; J. F. Welsh, McCormick & 


(4) WESTERN MASSACHUSETTS: R. F. Newton, J. Russell Co. (Holyoke)... . (5) ROCHESTER: C. G. 


Beardsley, Taylor Instrument Co's. . . . (6) NORTH CENTRAL OHIO: R. M. Young, Mansfield Tire & Rubber Co... . (7) MADISON: 


H. $. Garness (Milwaukee). 


PRESENTING HONORS TO MEMBERSHIP AWARD WINNERS 


HIRTY-ONE membership awards 
were presented by Herman M. Kes- 
sler (The Standard Printing Company, 


© Louisville), chairman of the national 
> membership committee, at the 56th An- 
» nual Credit Congress, at Houston, Texas, 


May 11-15. There were twelve plaques, 


) eight silver loving cups and eleven 
> Gruen wrist watches. 


In the membership year concluded 


© April 30, 1952, there were 3,518 new 
> members added, 2,989 terminated, for a 
- net gain of 529, bringing the national 


membership to 31,960. 
New York City accounted for the 
largest numerical gain—a net increase 





BREVITY 
After-dinner speaker, re- 
quested to make his talk 
as short as possible: “I am 
asked to propose the toast 
to our honored guest. I have 
been told that the less said 
about him the better!” 
—lIrish Digest 
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of 168, to win a special honor plaque for 
distinguished accomplishment. 
Indianapolis, reporting 121 consecutive 
months of net membership gain, re- 
ceived special recognition. 
One-year membership plaques were 
awarded as follows: 


Class AA—Louisville, Ky. 

Class A—Baltimore, Md. 

Class B—Omaha, Neb. 

Tied for 

Class C—El Paso, Texas, and 
Youngstown, Ohio 

Class D—South Bend, Ind. 

Class E—Springfield, Mass. 

Class F—Evansville, Ind. 

Class G—Madison, Wis. 


In each of the above groups, the num- 
ber contributing most to the success of 
the membership progress received a 
Gruen wrist watch. The officials of each 
of these associations are to determine 
the winner of the watch, and presenta- 
tion is to be made at the first following 
local association meeting. 

The Credit Women’s Group of Bridge- 
port, Conn., was awarded the honors for 
contributing the largest net gain in 
membership among the 53 women’s 
groups. 


ADDITIONAL AWARD PRESENTATIONS—(8) Chairman Kessler and N.A.C.M. Secretary E. B. Moran congratulate EL PASO and 
OUNGSTOWN: L. H. Koogle, Triangle Electric Supply Co.; T. A. Johnson, Youngstown Sheet & Tube Co... . (9) ST. LOUIS: J. G. 


The awards for consistency of mem- 
bership effort, based on a five-year 
record, represented by a silver loving 
cup, went to the following: 


Class AA—St. Louis, Mo. 
Class A—Rochester, N.Y. 
Class B—Syracuse, N.Y. 
Class C—Youngstown, Ohio 
Class D—Charlotte, N.C. 
Class E—Mansfield, Ohio 
Class F—Evansville, Ind. 
Class G—Roanoke, Va. 


The national membership gain for five 
years, reported by Edwin B. Moran, 
N.A.C.M. secretary and director of sales, 
was 4,644, an increase of 17 per cent. 








“The trouble in_ this 
country is that it has too 
darned many prophets and 
too few statesmen... We 
seem to have reached the 
sad state of decay in which 
statesmanship is a problem 
of semantics.” 


—Dr. Raymond Moley 





Otte, Peter Hauptmann Tobacco Co.; R. O. Bair, York Corp.; J. F. Schofield, secretary... . (10) ROANOKE: S. F. Woody, Roanoke 
Va.) Hardware Co... . (11) OMAHA: M. G. Bausch, Henry Miller Electric Co.; E. H. Kurtz, secretary. ... (12) EVANSVILLE: C. W. 


Kroener, Southern Indiana Gas & Electric Co. 


NAC.M. Director J. G. Purvis (Atlanta). 


. . « (13) SOUTH BEND: H. E. Marker, Levy-Ward Grocery Co. 


... (14) CHARLOTTE: 
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Four New Credit Women’s Groups Lift 


Total to 53 with Over 2.500 Members 


ITH THE organization of four 
W rew Credit Women’s Groups in 

the past year, the total now 
stands at 53 and a membership exceed- 
ing 2,500, Chairman Loretta M. Fischer 
of the National Credit Women’s Execu- 
tive Committee, and Secretary-Treas- 
urer Marie Ferguson reported at the 
Credit Congress in Houston. 

The new groups are: Jacksonville, 
Fla., formed through the efforts of Marie 
Louise LaNoue, of the Times-Picayune 
Publishing Company, New Orleans; 
Wheeling, W. Va., under the supervision 
of Harriet Silvers, Graphic Arts Cor- 
poration, Toledo; Sioux City, Iowa, by 
LeVerne Willman, Midwest Electric 
Company, Minneapolis; and Sacramento, 
Calif., by Ellen Anderson, former mem- 
ber of the executive committee. 

More than 50 per cent of all groups 
have shown a substantial increase in 
membership, the executives reported, 
and as a result of careful selection of 
speakers and programs by the Groups’ 
presidents and other officers the average 
attendance at meetings also has grown. 

Pointing to the fact that membership 
in the credit women’s groups develops 
better credit executives and assistants 
are the reports from the associations’ 
secretary-managers that there now are 
80 women serving on the boards of local 
associations; 33 women are chairmen of 
local association committees, and 248 
women are serving on committees. 

One objective of the Credit Women’s 
Groups is to obtain new association 
memberships. In the past year the 
women were credited with obtaining 228 
new memberships. The plaque awarded 
annually by the N.A.C.M. to the Credit 
Women’s Group obtaining the largest 
percentage of new N.A.C.M. member- 
ships, based on its membership as of 
May of the previous year, went this year 





THEY ORGANIZED and directed the 
masterful work of the hostess committee 
at the Credit Congress: Mrs. W. L. 
Holmes (left), chairman; and Mrs. R. C. 
Nitze, co-chairman. 
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to the Bridgeport, Conn., group, for ob- 
taining 51 memberships for a percentage 
of 234.2, under the leadership of Anna 
May Dean. 

In their educational program, 39 Credit 
Women’s Groups this year are awarding 
81 scholarships. It had been suggested 
that the Groups use part of their 
scholarship funds to send delegates to 
the National Credit Congress or to re- 
gional and district conferences. Thirty- 
two groups reported they now are send- 
ing 48 delegates to such meetings under 
that plan. 

Vice chairmen who contributed to the 
progress of the Credit Women’s Groups 
this year were Rosa Basler, of F. D. 
Lawrence Electric Company, Cincinnati; 
Elma Hanson, of Blake, Moffitt and 
Towne, Seattle; and Beath H. Robinson, 
of Williams & Voris Lumber Company, 
Chattanooga, Tenn. 





DEATHS 





Charles H. Fischer 

Charles H. Fischer, credit man- 
ager of the Carboloy Company, De- 
partment of the General Electric 
Company, and president of the De- 
troit Association of Credit Men, who 
collapsed in the company dispensary 
and died at Holy Cross hospital 
without regaining consciousness, had 
been active in the association for 15 
years. 


Fred S. Bennett 

Fred S. Bennett, New Kensing- 
ton, Pa., a former president of the 
Credit Association of Western Penn- 
sylvania and a director of the Na- 
tional Association of Credit Men, 
died in a Pittsburgh hospital follow- 
ing a heart attack. Mr. Bennett was 
credit manager and assistant treas- 
urer of the Aluminum Cooking 
Utensil Company, with which he had 
started as a summer salesman. 


J. D. Bergundthal 

John Dorsey Bergundthal, assist- 
ant credit manager of the Wheeling 
Steel Corporation, died at his home 
in Bellaire, Ohio, where he was born 
in 1890. 





Business and industry operate 
best in an atmosphere of free- 
dom. No goose ever laid a golden 
egg while someone was squeezing 
her neck. 

—Anonymous 












HONORED 





MISS L. M. GUTH 


Associates Honor Miss Guth 
On Retirement from Emerson 

Two hundred business associates 
joined in a testimonial dinner to Miss 
L. M. Guth on her retirement as 
treasurer of Emerson-New York, 
Inc. She had joined the Emerson or- 
ganization on its inception, as assist- 
ant in the credit department of which 
she later became manager. When the 
company was reorganized in 1922, 
she became associated with Ben- 
jamin Abrams, president of Emerson 
Radio and Phonograph Corporation, 
as office manager and assistant to the 
president. She was named treasurer 
and a director of Emerson-New 
York, Inc., when it was formed in 
1937. 

Miss Guth is on the advisory board 
of the National Credit Women’s 
Groups, of which she was chairman 
several terms. 


Department of Justice Sues 
On Interlocking Directorships 

The filing of four suits against in- 
dividuals holding directorships in 
competing corporations signaled a 
campaign launched by the U. S. De- 
partment of Justice for enforcement 
of Section 8 of the Clayton Act. 

That the competition need not en- 
compass all operations of the cor- 
perations is evinced by a complaint 
aZainst a director of Sears, Roebuck 
and Company who is also a director 
of the B. F. Goodrich Company. 

H. Graham Morison, assistant at- 
torney general and head of the anti- 
trust division, said court action 
would be. undertaken only if an in- 
dividual, after notification, persisted 
in holding both directorships. 


THE CONVENTION STORY 


(1) Presidents and First Ladies: (I to r) President-Elect Victor 
C. Eggerding, general credit manager, Gaylord Container 
Corp., St. Louis; Mrs. Eggerding; Lorne D. Duncan, immediate 
past president, general credit manager, National Distillers 
Products Corp., New York; Mrs. Duncan . . . (2) San 
Francisco calling: R. C. Major, California & Hawaiian Sugar 
Refinery; B. F. Edwards, Jr., Bank of America, N.T. & S.A.; 
J. C. Wiesner, California Packing Co.; R. L. Allen, D. Ghirar- 
delli Co. . . . (3) L. C. Scott, of E. L. Bruce Co., Memphis, 
receives the gavel as Grand Exalted Superzeb from his prede- 
cessor, W. M. Gaster, Knudsen Creamery Co., Los Angeles 

(4) Registering: Houstonians Ann Carter, McReynolds 
Dry Goods Co.; W. A. Bade, Gaylord Container Corp., gen- 
eral vice chairman; Ruth Batsor, Mabel Banks . . . (5) Escala- 
tor disgorges delegates at entrance to convention hall .. . 
(6) More than 2,200 packed the auditorium for the opening 
Plenary session . . . (7) Food Products & Allied Lines Mfrs. 
Panel: A. H. Mader, American Chicle Co., Long Island City, 
N.Y.; R. L. Allen, San Francisco; Chm. J. A. Monier, Jr., 
Wesson Oil & Snowdrift Sales Co., New Orleans; W. F. Pretzel, 
Bunte Bros., Chicago; C. B. Harrison, Bird's Eye—Snider Div., 
General Foods Corp., New York; C. V. Fox, A. E. Staley 
Mfg. Co., Decatur, Ill. 
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(1) Henry H. Heimann, executive v.p., delivers keynote address . . . (2) Tense audi- 
ence hears Robert A. Vogeler, vice president, International Telephone & Telegraph 
Co., describe beatings by Red Hungarian captors . . . (3) Federal economic errors 
are denounced by P. P. Butler, president, First National Bank in Houston... (4) The 
Grand March. Mrs. Lorne D. Duncan and the retiring president are second and third 
from left in front row . .. (5) Plumbing, Heating, Refrigeration and Air Condition- 
ing, Panel: Tyler Harrison, Mosher Steel Co., Dallas; A. R. Dahms, A. O. Smith Corp., 
Milwaukee; J. H. Donovan, Jones & McLaughlin Steel Corp., Pittsburgh; A. E. Poth, 
Mercantile Trust Co., St. Louis; E. C. Volander, Minneapolis-Honeywell Regulator 
Co. . . . (6) Food Products Wholesalers & Meat Packers, Forum. Speakers table: 
R. J. Slattery, Morey Mercantile Co., Denver; J. E. Walsh, Oscar Mayer & Co., Chi- 
cago; Leonard Morris, Carnation Co., Houston. Facing camera extreme left: W. M. 
Gaster; E. J. Kavalec, Luer Packing Co., both Los Angeles . . . (7) Advertising 
Media, Panel: C. S. Hogarth, Chicago Tribune; R. T. Gramm, Washington Times- 
Herald; R. T. Holman, Cleveland Press & WEWS, WEWS-TV; G. W. Sites, Los Angeles 
Times, Mirror, KTTV; C. D. Scherer, Houston Post, KPRC, KPRC-TY. 





(8) At Credit Women's Banquet: (I to r) Miss Marie Ferguson, secretary-treasurer, 
National Credit Women's Executive Committee; Miss Rosa Basler, F. D. Lawrence 
Electric Co., Cincinnati; Mrs. Victor C. Eggerding; Mrs. P. A. DuChesne, wife of 
the president of the Houston Association of Credit Men; and Mrs. Lorne D. Dun- 
can... (9) Hardware Mfrs. Panel; N. C. Munger, Jr., Bering-Cortes Hardware Co., 
Houston; R. B. Payne, National Screw & Mfg. Co., Cleveland; W. R. Haavind, Strong- 
hold Screw Products, Inc., Chicago; William Bready, Schlage Lock Co., San Fran- 
cisco . . . (10) Photographic Mfrs. & Dists.: C. J. Swalen, Pako Corp., Minneapolis; 
R. H. Groppe, Argus Camera, Ann Arbor, Mich.; O, B. Aaberg, David White Sales 
Co., Milwaukee; R. J. Moudry, Revere Camera Co., Chicago; K. E. Fisher, Argus 
Camera; Mrs. Mary F. Radford, Busch Camera Corp., Chicago; A. L. Johnson, Gross 
Photo Supply Co., Toledo; W. L. Haney, Chicago Assn. of Credit Men... (II) Dr. 
A. A. Smith (directly behind microphone) before addressing groups’ luncheon .. . 
(12) =. M. Totton, vice president, The Chase National Bank of New York... (13) 
Dr. S. N. Stevens, president, Grinnell (la.) College . . . (14) C. P. Dumas, Can- 
adian Credit Men's Trust Assn., Ltd., extends invitation to Montreal in 1953 
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(1) Floor Coverings & Furniture, Panel: L. E. Shemery, James 
Lees & Sons Co., Bridgeport; C. T. Grassman, Lott & Gleck- 
ler, Cleveland; C. R. Poulter, William Volker & Co., Kansas 
City; Miss L. Lenore Lyon, H. J. Scheirich Co., Louisville; 
George Hillman, Olive & Myers Mfg. Co., Dallas . . . (2) 
Mrs. Marjorie S. Jennings, Atlanta (Ga.) Oak Floor Co.; Mrs. 
Otto Deissroth, Wichita, Kans.; Mrs. Lorne D. Duncan, New 
York City; Mrs. W. L. Holmes, Houston; Mrs. R. C. Nitze, 
Houston; Mrs. D. M. Messer, San Francisco; Mrs. V. C. Egger- 
ding, St. Louis; Mrs. R. C. Weatherly, Jr., Houston .. . (3) 
Paint, Varnish, Lacquer & Wallpaper, Panel: R. C. Cole, E. H. 
Taylor, Kuhn Paint Co.; T. W. Mohle, all Houston; E. N. 
Ronnau, Cook Paint & Varnish Co., Kansas City . . . (4) ‘The 
kings depart,"' and S. J. Haider, convention director, and 
R. C. Weatherly, Jr., Houston, secretary-manager, pause for 
a well-earned rest .. . (5) W. L. Holmes, Schlumberger Well 
Surveying Corp., convention general chairman, hands gavel 
to President Duncan at opening session . . . (6) Electrical & 
Radio Mfrs.: W. E. Gallagher, Busman Mfg. Co., St. Louis; 
R. M. Wilder, Pass & Seymour, Syracuse; P. J. Wilder, Century 
Electric Co., St. Louis; D. B. Shaw, Howard W. Sams & Co., 
Indianapolis; G. P. Schmelzle, Micro-Switch Div., Minneapo- 
lis-Honeywell Regulator Co., Freeport, Ill.; E. M. Kroening, 
Allen Bradley Co., Milwaukee . . . (7) Hobe Wilson, Oliver 
H. Van Horn Co., Houston; J. H. Murphy, Universal Mills, 
Fort Worth; R. C. Nitze, W. L. Macatee & Sons, Houston; 
L. E. Stewart, Universal Mills. 
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Summarization of resolutions pre- 
sented by the committee on resolutions 
and policy and adopted by the 56th 
Annual Credit Congress: 







l All credit men should participate 
) in the present educational pro- 
gram; affiliated associations should not 
only urge local educational institutions 
to establish courses in the science and 
art of credit management but should 
also cooperate in the setting of criteria 
for higher professional standards. 








countants and various state so- 
cicties have subscribed to certain 
procedure wherein the certification as- 
sumes responsibility for the method of 
evaluating assets and liabilities. That 
movement gives promise toward filling 
the increasing need of business for bal- 
ance sheets, operating statements and 
accounting practices that are uniform, 
informative and reliable. The credit 
profession commends all accountants 
subscribing to those principles. 


(2) The American Institute of Ac- 












3) The present tax laws limit un- 
duly the return on invested capi- 
tal of banks and especially that in excess 
of 10 million dollars. The earnings of 
banks on the average are not large, 
and these laws will make it impossible 
for the banking system to accumulate 
adequate capital, thereby hindering the 
natural growth and development of in- 
dustry. The N.A.C.M. asks amendment 
of the tax laws, insofar as they pertain 
to the limitation of earnings on basic 
bank capital, at the earliest date pos- 
sible, to permit reasonable returns on 
invested capital and to permit reason- 
able capital growth in the future. 













( ) The people should resist all in- 

vasions of their inherent rights, as 

recently demonstrated in the seizure of 

the steel industry, and credit and busi- 

. ness people should work ‘through their 

as elected representatives to. preserve 
. sound government. 

: ( ) Certain bills essential to clarifi- 

12, cation and improvement of the 

er National Bankruptcy Act have been in- 


’ troduced in Congress. Several have been 
N. passed by the Senate and are pending 
he in the House Committee on the Ju- 


m © iclary, as are their companion House 
eli i Mills. The N.A.C.M. urges that Congress 
rel enact these amendments at the earliest 
& F& possible date. 


is; 

ary a : 

0., ( ) Existing circumstances demand 
10° rigid economy in the government. 


19, " e ° : 
> € excessive expenditures of public 


Is, funds, the socialistic experiments and 
on; — the confiscatory taxes are inimical to 
sound financial practice. All members 





Resolutions and Policies Adopted for 1952-53 


REPORTING for the resolutions and pol- 
icy committee is its chairman, G. Earl 
Brister, credit manager of the American 
Sugar Refining Company, New Orleans. 


should call upon their Senators and 
Representatives to press for economy 
in all branches of government, in order 
that taxes may be reduced to a reason- 
able level for the encouragement of 
industry and business. 


(7) Members of Congress should be 
asked to oppose extension of 
those federal credit controls which 
otherwise will terminate on June 30, 
1952. 


( 8 The National Legislative Com- 


mittee recommends that this, 


Credit Congress urge the board of each 
local affiliated association to take the 
following steps relative to the Proposed 
Uniform Commercial Code: 


(a) Through either local or state 
committees, initiate a study of the pro- 
visions; 

(b) Determine the position of its as- 
sociation; 

(c) Prepare to endorse or oppose en- 
actment, in whole or in part, when the 
Code is introduced in its state legisla- 
ture; 

(d) Inform the National office of its 
position, in order that the National As- 
sociation may take a position in con- 
sonance with the wishes of its member- 
ship, when the Code is submitted to the 





Failures are divided into 
two classes — those who 
thought and never did, and 
those who did and never 
thought. 

—Anonymous 





Congress for enactment to government 
interstate commercial transactions. 


9 It is the consensus of this Con- 

vention that the protection of 
American life, liberty and property any- 
where and everywhere throughout the 
world is of vital concern to all citizens 
and, therefore, to the members of the 
credit profession. 


(10) Whereas, all in attendance at 
this 56th Annual Credit Con- 
gress are grateful to all those who have 
contributed to the success of this Con- 
vention and its program and have made 
our stay in Houston, Texas, one to be 
long remembered, for the valued edu- 
cational benefits derived, for the hos- 
pitality shown and the entertainment 
provided; Therefore, be it resolved that 
the National Association of Credit Men 
hereby express its hearty thanks to the 
following: 

(a) To President P. A. DuChesne of 
the Houston Association of Credit Men; 
to W. L. Holmes, general chairman; to 
O. W. Harigel, chairman of the execu- 
tive committee; to W. A. Bade, vice- 
chairman of the committee; to R. C. 
Weatherly, Jr., Secretary-Manager, the 
Houston association; to their associates 
and to the members of the various com- 
mittees of the Houston Credit Men’s 
Association; and 

(b) To each member of the Hostess 
Committee led by Mrs. William L. 
Holmes, chairman, and Mrs. R. C. Nitze, 
co-chairman, for their gracious enter- 
tainment of our wives and daughters; 
and 


(c) To the Robert Morris Associates 
for their part in making the Industry 
Group Meeting successful; and 

(d) To the Houston Daily Chronicle, 
the Houston Post, the Associated Press, 
International News Service, United 
Press, Daily News Record of New York, 
and to Houston television station 
KPRC-TV, for their effective and ac-: 
curate reporting of the deliberations and 
activities of this Convention; and 

(e) To the Shamrock and Rice hotels, 
co-headquarters of the Credit Con- 
gress, and to the other cooperating hotels 
and clubs. 

THE CommitTTEe: Chairman G. Earl 
Brister, The American Sugar Refining 
Co., New Orleans, La.; Joseph F. Mad- 
den, Nicholson File Co., Providence, 
R.I.; Roderic M. Wilder, Pass & Sey- 
mour Co., Solvay, N.Y.; John H. Frazier, 
Great Lakes Steel Corp., Ecorse, De- 
troit, Mich.; B. F. Edwards, Jr., Bank of 
America, N.T. & S.A., San Francisco, 
Calif.; T. B. Hendrick, Collins-Dietz- 
Morris Co., Oklahoma City, Okla.; and 
Secretary Ernest A. Rovelstad, Credit 
and Financial Management, Chicago, III. 
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BY THESE LEADERS will be shaped the activities of the Piedmont association of 
Credit Men, Inc., Charlotte, N.C., for the following year under the presidency of S. E. 
Callahan, Westinghouse Electric Supply Company. Left to right: G. H. Jaeger, Henley 
Paper Company, association treasurer; Mr. Callahan; Wilbert E. Miller, secretary-man- 
ager, and J]. E. Cox, Baker-Mitchell Company, association vice president. 


THE EGGERDINGS 


(Concluded from page 11) 





noting the “foundation of operation” 
of his company, a premise of service 
to the customer by providing a prod- 
uct engineered and designed to the 
customer’s need, with the credit pol- 
icy fitted to that objective. “There- 
fore,” he added, “it is essential that 
the credit department be in complete 
liaison with the sales and advertising 
departments.” 

And here, he explained, enters the 
importance of public relations. “Suc- 
cessful operation is more than being 
credit-minded or sales-minded. All 
activity is predicated upon human re- 
lations. So our civic activities came 
as a result of policy. When the com- 
pany is called upon for participation 
in a community project, top man- 
agement refers the matter to the 
credit department. The same is true 
of intra-company public relations. 
We help the customer with financial 
analysis, in setting up his working 
capital and establishing his net worth. 
Our discussions with the customer 
are more on how to finance his bus- 
iness than on any other subject.” 

Now to bring the theory down to 
cases: 

Mr. Eggerding is on the board of 
directors of the Chamber of Com- 
merce of Metropolitan St. Louis, 
member of its ways and meams com- 


mittee, chairman of the charities 
committee. He has been chairman of 
the Red Cross chapter’s commerce 
and industry committee three years, 
always exceeding the quota. He is 
chairman of the Y.M.C.A. industrial 
committee, past president of the 
Downtown Kiwanis Club, for the 
last three years treasurer of the So- 
cial Planning Council of St. Louis 
and St. Louis County, and chairman 
for a $3,500,000 church hospital 
project. 

One just doesn’t chat with Vic 
Eggerding many minutes before 
home and family, music and garden- 
ing somehow get into the conversa- 
tion. And all who shared the lovable 
graciousness of Mrs. Eggerding at 
the Credit Congress in Houston 
know that is the kind of home it 
would be. 


Mr. Eggerding at 9, played the 
reed organ in the “front room” 
of the Red Bud residence. At 12 he 
played for the hymn-singing in 
church. He was a “fugitive from les- 
sons” but out of self-teaching has 
acquired sufficient command of the 
keys to satisfy the urge of “the man 
who hath music in his soul,”and to 
play “four-hand pieces” with daugh- 
ter Faye, who at 7 is of course a 
favorite of her piano teacher. He 
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also contributes a “mean barytone” 
to the Missouri Athletic Club’; 
Apollos, 40 businessmen who meet 
regularly to sing because that’s pre. 
cisely what they want to do. 

Home is more than a house to the 
three Eggerdings, and so the new 
Georgian Colonial structure they 
built in the Glendale suburb of 
Louis of course has a large screened 
porch overlooking the garden, with 
its profusion of flowering shrubs and 
blooming perennials. 

We hope he found time for the 
lawn reseeding delayed by an extra 
heavy speaking schedule, for now, as 
N.A.C.M. president, if he didn’t he 


won't. 


South California President 
Was on MacArthur’s Staff 

David F. Sellards, treasurer of 
Ellis-Klatscher & Company, Los 
Angeles, and newly installed presi- 
dent of the Credit Managers Asso- 
ciation of Southern California, 
served with the cavalry and artil- 
lery in World War I and as a colonel 
on the overseas staff of General 
Dougias MacArthur in World War 
II. 

Before joining Ellis-Klatscher in 
1939 he had been successively with 
Braun Corporation, General Motors 
Acceptance Corporation, Weber 
Showcase and the Los Angeles 
Stamp and Stationery Company. At 
Ellis-Klatscher he advanced in 1941 
from credit manager to controller 
and assistant secretary and treasur- 
er, and two years later to treasurer 
and member of the firm. 

Retiring President Trimble saw 
World ‘War I service with the noted 
36th Infantry Division. Starting in 
1933 with the Wilson Paper Con- 
pany, Los Angeles, he moved up to 
secretary-treasurer in 1946. 


D. F, SELLARDS, JR., receives the gavel 
of presidency of the Credit Managers As 
sociation of Southern California from 
Elmo Trimble, immediate past presidem. 
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From Farm to Head of Firm 
Selling $1 Million a Month 


Reared on a farm, self-educated, 
and now the president of a company 
doing more than a million dollars a 
month in sales, T. B. Hendrick of 
Collins-Dietz-Morris, wholesale gro- 
cers with headquarters in Oklahoma 
City, is a story of a Gibraltaresque 
philosophy of credit working to build 
the profession to ever higher stand- 
ards. 


In credit work 30 years, Mr. Hen- 
drick has been in the retail and 
wholesale grocer business most of 
the time since 1910, in wholesale 
since 1918, and with the one com- 
pany 26 years. 


A teacher for 13 years in the Okla- 
homa City chapter of the National 
Institute of Credit and holder of the 
eight-year Fellow Key of the Insti- 
tute, Mr. Hendrick has served as a 
national director of the N.A.C.M., on 
the board of the Oklahoma City 
Chamber of Commerce, the Associ- 
ated Industries of Oklahoma, as di- 
rector of the Central State Bank of 
Oklahoma City, national director of 
the Associated Traffic Clubs of 
America. 


22 Years with His Company; 
Helps Credit Profession Grow 


After Russell Deupree, former 
N.A.C.M. board member, retired in 
1947, F. M. Hulbert, his assistant, 
moved up to the position of manager 
of the credit division of The Procter 
& Gamble Distributing Company of 
Cincinnati, Ohio. His 22 years with 
the company had given him neces- 
sary experience and background, 
and he has applied that knowledge 
also to the furtherance of the credit 


fraternity through the local associa- 
tion. 











Treasurer of the National Food 
Manufacturers Credit Division, Mr. 
Hulbert is serving for the fifth year 
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MANAGEMENT IN THE NEWS 





J. M. DURHAM 


T. B. HENDRICK 


on the board of the Cincinnati Asso- 
ciation, of which he has just been 
elected president. 


Bank Vice President Continues 
His Graduate Studies in South 

For so young a‘man, J. Murray 
Durham, president of the Shreveport 
(La.) Wholesale Credit Men’s As- 
sociation, has an impressive number 
of official titles to his credit. He is 
vice-president and director of the 
Pioneer Bank and Trust Company; 
president, Broadmoor Community 
Club; finance officer of Lowe-Mac- 
farlane Post of the American Legion 
and treasurer on the advisory board 
of the Salvation Army. He has held 
all offices in the Shreveport Chapter 
of the American Institute of Bank- 
ing, and was a member of the na- 
tional debate committee. 

In addition, Mr. Durham has found 
time to attend the Graduate School 
of Banking of the South and was a 
senior in the 1952 class. He has as- 
sisted greatly in the work of the 
Shreveport Association, serving as 
vice-president in 1950-51 before be- 
ing elected to the presidency. 


With One Company 32 Years, 
He Advances to Directorate 

The career of John V. Williams, 
Philadelphia, is an example of the 
fact that a man may move to the top 
by staying in one place. Joining the 
Concrete Products Company of 
America in 1920, he was chief ac- 
countant when a reorganization in 
1940 transferred him from Pittsburgh 
to Philadelphia as credit manager. 
Four years later he became controll- 
er and in two more years was named 
to the board of directors. 

Mr. Williams’ association affilia- 
tions began in 1925 in Pittsburgh and 
continued in Philadelphia, where he 
has served on numerous committees, 
on the board as vice-president and 
now president. Carrying out the 
theme, 1952 is the silver annivers- 
ary year for Mr. and Mrs. Williams. 
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Steered Studies into Banking; 
Holds Same Course as Career 

The path of T. O. Wilkinson has 
been along banking lines in both 
education and work. A graduate of 
Stevens Institute of Technology, 
American Institute of Banking, 
Bridgeport Chapter, and Graduate 
School of Banking at Rutgers Uni- 
versity, he entered the First Nation- 
al Bank and Trust Company of 
Bridgeport in 1937 in the credit de- 
partment. Four years later he was 
elected to his present position as as- 
sistant cashier. 

Civic minded, Mr. Wilkinson is a 
former member of the board of ap- 
portionment and taxation of the City 
of Bridgeport; former president of 
the American Institute of Banking, 
Bridgeport Chapter; member of the 
board of associates, University of 
Bridgeport, and treasurer of the 
Fanny Crosby Memorial Home for 
elderly people. 

Mr. Wilkinson is the new presi- 
dent of the Bridgeport Association 
of Credit Men. 


Perhaps Interest in Fishing 
Began with Angling for Sales 

After his discharge from the 
Quartermaster Corps after World 
War I, Guy B. Dodd did as many an- 
other young man at that time—sold 
stocks and bonds. In 1924 he or- 
ganized a manufacturers’ agency 
with headquarters in Atlanta and 
three years later became southeast- 
ern sales manager of the Metals 
Products Division of Koppers Com- 
pany, where he remained 14 years. 
In 1941 he took over the presidency 
and management of Florida Motor 
Service in Jacksonville, Fla. 

Since he is an ardent fisherman, 
lives on the banks of the St. Johns 
River, and has a great interest in’ 
the advancement of Florida Fish and 
Game Commission laws, Mr. Dodd 
has combined business with hobby. 
He is president of the Jacksonville 
Association of Credit Men, Inc. 








re 


G. B. DODD 


T. O. WILKINSON 


LOCAL CREDIT 


ASSOCIATIONS 
ACTION 


CONDENSED REPORTS OF MEMBERSHIP MEETINGS 
OF ORGANIZATIONS THROUGHOUT THE COUNTRY 


Newark, N. J—The New Jersey membership, meeting in 
Newark, held a credit forum on “The First Meeting of 
Creditors.” 


Terre Haute, Inp.—Robert B. Stewart, judge of Clay circuit 
court, spoke at the annual membership meeting on “Law 
Enforcement.” 


Detroit, Micu.—Louis J. Alber of Cleveland, author, world 
traveler and foreign correspondent and business executive, 
addressed the Detroit membership on “Kremlin Blue 
Print 1952.” 


OxtaHoma City, OkLA.—James C. Nance, Purcell newspaper 
publisher and candidate both for the House and its 
speakership, addressed the Oklahoma membership meet- 
ing on “Legislation and Government from the Viewpoint 
of a Private Citizen.” 


SoutH BeEnp, Inp.—Members of the St. Joseph Chapter of the 
N.A.C.M. visited a plant of Electro-Voice, Inc., of Buchanan, 
Mich. with Richard Colip, credit manager and host, also 
chairman of arrangements. After an interesting inspection, 
the group reconvened for fellowship and dinner at the 
Four Flags Hotel, Niles, Mich. 


Battrmore, Mp.—Guest speaker at a joint meeting of the 
Baltimore Association of Credit Men and the Baltimore 
Chapter of the National Association of Cost Accountants 
was William J. Casey, president, Business Reports, Inc., on 
“Interrelation of Taxes, Costs, Profits.” 


Canton, On10o—Jack Munson, credit manager, Lincoln Electric 
Company, Cleveland, addressed the Canton membership on 
“Issuing Credit without Financial Statements.” 


Buriincton, lowa—“The Small Businessman and his Banker” 
was discussed by Charles E. Bogier, Burlington Bank and 
Trust Company, at a recent membership meeting. 


Kansas Crry, Mo.—Ray Corey, secretary, Kansas City Ad- 
vertising and Sales Executives Club, was speaker at the 
membership meeting. 


Tacoma, WasH.—Following a fellowship hour and dinner, the 
Tacoma membership was addressed by Dr. W. W. Bird, 
University of Washington, on “Freedom Isn’t Free.” 


ToLepo, On10o—Frank C. Kniffin, referee in bankruptcy and 
former congressman, addressed the membership on “The 
Workings of the Bankruptcy Court.” 


SHREVEPORT, La.—The monthly membership meeting was de- 
voted to the subject of legislation, as the Louisiana legis- 
lature general assembly convened. Proposed measures 
and revisions provided an interesting and informative 
discussion. 


Youncstown, Ou10—A credit clinic was held at the Youngs- 
town Country Club on “Supplies Are Catching Up with 
Demand,” with the questions: What are practical credit 
managers doing about (1) changing their credit policies, 
and (2) changing their collection policies? Speakers and 
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areas discussed were: the manufacturer Alonzo C. Ruihley, 
secretary and treasurer of Truscon Steel Company; whole- 
salers William Armstrong, president, Armstrong Grocery 
Company; bankers, Asael E. Adams, president, Union Na- 
tional Bank of Youngstown; retailers, Albert H. Kendler, 
controller, the G. M.- McKelvey Company. K. Calvin 
Sommer, credit manager, Youngstown Sheet & Tube Com- 
pany, was moderator. 


Satt Lake, Crry, Uran—Avard T. Fairbanks, dean of Uni- 
versity of Utah College of Fine Arts, addressed the 
monthly membership meeting on “Sculpturing and IIlus- 
trating.” 


Datias, Texas—John A. Erhard, attorney, presented an edu- 
cational talk on “Inheritance Tax and Wills” before the 
north Texas membership meeting in Dallas. 


Granp Rapips, Micu.—A playlet on the how and why of ap- 
praisal of a line of credit was staged at a recent luncheon. 
Those participating in it were William Westveer and 
Leonard Kinsman of Wm. Iselin and Company, Inc., Martin 
DeWitt, Herpolsheimer Company and Clarence N. Springer 
of Standard Oil Company. John D. Feeks was moderator 
and the “show” was presented by Chas. S. MacDonald, 
Standard Oil Company, as general chairman. 


HartrorD, Conn.—Two meetings are reported by our eastern 
correspondent, both following an hour of cocktails and 
fellowship. Edward O. Kallman, credit manager, Wheeling 
Corrugating Company, Long Island City, N. Y., spoke on 
“Ratio and Financial Statement Analyses.” At the other 
meeting, Roger E. Gay, president, Bristol Brass Corpora- 
tion, Bristol, Conn., addressed the group on “Big Business 
and Small Business.” 


HUNDREDTH APPLICATION for membership in the Evans 
ville (Ind.) Association of Credit Men is received by the pres 
dent. Left to right: Carl L. Moutoux, Moutoux Auto 
Machine Company, association first vice president; Charles 
W. Kroener, Southern Indiana Gas and Electric Compat), 
president; O. J. Gillick, Standard (Indiana), membership 
chairman. 





